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Federal Judge Holds 
Government Guilty 
In Texas City Blast 


Test Case Expected to Go to Su- 
preme Court; $200,000,000 in 
Claims Involved in Suits 








MONSANTO CLAIM LARGEST 





Liberty Mutual Joined in Suit, in 
Amount of $7,400,000; Sweep- 
up of Insurance Claims 





Holding the United States Govern- 
ment guilty of negligence in the Texas 
City disaster of April 16-17, 1947, Fed- 
eral District Court Judge Thomas M. 
Kennerly, Houston, Tex., on April 13 
handed down the decision in the test 
case to determine if the Government 
can be held accountable in 273 lawsuits 
seeking $200,000,000 in damages. 


The Texas City disaster began with 


| the explosion of two ships loaded with 


ammonium nitrate in Texas City har- 
bor, killing 560 persons, injuring nearly 
1000 others and causing property dam- 
age of untold millions. 


The Monsanto Chemical Co., whose 
Texas City properties were destroyed, 
brought the largest suit, for $50,000,000. 
Also included are insurance company 
claims. Liberty Mutual Insurance Co., 
reported in the daily press as being the 
largest insurance claimant, seeking $11,- 
000,000, advises The Eastern Underwriter 
as follows: 


Liberty Mutual Joined as Plaintiff 


“Liberty Mutual insures workmen’s 
compensation insurance for Monsanto 
Chemical Co., and as such is joined as 
plaintiff in suits brought in behalf of 
employes killed or injured. Our inter- 
est in such cases is approximately $7,400,- 
If recovery is finally obtained, fam- 


© ilies of emloyes killed and the employes 


> injured will, under the Texas workmen’s 


mH Compensation law, be beneficiaries of all 
nN excess of compensation benefits in- 
sured by Liberty Mutual.” 
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The Putt... 


Golfers are of divided opinions as to which part of the game is 
most important. But most of the golfers’ postmortems have to do 
with case histories of their putts, The putt is the little brother of 
the big swing—the drive. 


When a golfer makes a putt he is fussy about the small details. 
He becomes tense, kneels for close observation, goes into deep 
study, is careful about his stance, dries the palms of his hands, 
and makes a great to-do about the little push. But for all the fuss 
about it, the putt is not the most important part of the game. The 
golfer who keeps his score good is the golfer who gives detailed 
attention to every part of the game. 


So many underwriters play golf that the lesson of the putt 
should easily translate into the importance of all the little maneu- 
vers in the course of a sales talk. One thinks the pre-approach is 
all-important; another thinks the approach; still another thinks 
the close. The underwriter who is a winner is the one who never 
forgets that every part of the sale is quite as important as all the 
other details. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 














_.ew sresident Of 
National Life, Vt. 
Is Deane C. Davis 


Succeeds Ernest Martin Hopkins 
Who Becomes Chairman 
of Board 


FRED A. HOWLAND RETIRES 





L. Douglas Meredith Made a Di- 
' rector; President Davis a 
Former Judge 


» camindicintaigan 


re 


} Deane C. Davis, vice president and 
general counsel of National Life of 
Montpelier, Vt., since February, 1940, 


and a former judge, was elected presi- 
dent of that company on April 18. He 
succeeds Ernest Martin Hopkins who 
was elected chairman of the board. 
Fred A. Howland, with the company 47 
years and a former president, has re- 
tired as a member of the board. L. 
Douglas Meredith, executive vice presi- 
dent chairman of the company’s 
committee on finance, has been elected 
a member of the board to fill the va- 
cancy left by the resignation of Elbert 
S. Brigham who was the company’s 
president from 1937 to 1948. Mr. Mere- 
dith retains his positions of executive 
vice president and finance committee 
chairman. 

The personnel developments of the 
week come as a natural culmination of 
Mr. Howland’s desire to retire at the 
age of 85 and of President Hopkins 
similar desire at the age of 72 to re- 
linquish the more exacting duties as 
president of the company. 


and 


New President Notable Figure at 
the Bar 


The new president—born in East 
Barre, Vt., in 1900 has become known 
far beyond the activities of his own 
As a lawyer he has had a 
notable career. He was made one of 
the nine members of the board of 
governors of American Bar Association 
and for two years has been elected the 
Vermont delegate to that association. 
Recently, he wrote a book, “Life In- 
surance and Business Purchase Agree- 
ments” which has been widely praised 
by lawyers and been in nation-wide de- 
mand. 

Mr. Davis was the son of Earle L. 
Davis who served for 22 years as judge 
of probate court for Washington 
County. In 1918 he was graduated from 
Spaulding High School in Barre, Vt, 
and in 1922 from Boston University Law 
School, soon thereafter starting law 
practice in Barre. When in law school 


company. 


(Continued on Page 14) 
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BRIGHTER FUTURE FOR HIM—thanks 
to the Equitable Education Fund 
Ed planned for him. 


INDEPENDENCE FOR HIM—because he 
talked to Ed about retirement in- 
come way back in 1926. 


Happy People are his BUSINESS 


Think of all the happiness a good life insurance 
representative like Ed Harkness is responsible for 
during his lifetime! 


Happiness that shows in eager smiles of youth! 
In placid smiles of age. Smiles that speak of peace 
of mind—freedom from worry. 


They’re the smiles of people who are living more 
contented and more successful lives because of 
life insurance Ed sold to them—or to their hus- 
bands or fathers. 


You can see the reflection of all these smiles on 
Ed’s own face. After all, where can a man find 
deeper sources of personal happiness than in con- 
tributing to the happiness of others and thus mak- 
ing his home town a better place to live in. It’s one 
of the many reasons why Ed has never regretted 
the day he became a representative of The Equi- 
table Life Assurance Society. 





SECURITY for her children—because Ed 
showed her late husband how to get the 
most protection from life insurance 
dollars. 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts from the files 
of the Federal Bureau of Investigation...another public-service contribution sponsored 
in his community by The Equitable Society Representative. 

EVERY FRIDAY NIGHT » ABC NETWORK 


One of a series of advertisements illustrating how a representative of The Equitable 
Life Assurance Society serves his community by selling life insurance. 





THOMAS |. PARKINSON, President 
393 Seventh Avenue, New York I, N.Y. 
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plas been issuing policies. 
of 1949 its assets were $2,075,000,000; and 


ba symbol 
psolidity. 
ithe financial district and moves into its 
Few 25-story head office which has just 
pen completed on upper Broadway be- 
iween Fifty-fifth and Fifty-sixth Streets. 
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UNDERWRITER aa 
By ‘ 
Louis W. Dawson— 
Ninth President of Mutual Life Which Has Been Issuing Policies 107 
Years; Highly Respected Figure in Inter-Company Relationships; En- 
tering Mutual Life in Legal Department, He Has Been Its Operating 
Head Since President Patterson’s Death 
By CLarENcE AXxMAN 
W. Dawson, the new president resignation, but devote little thought 


Louis 
and chief executive officer of Mutual 
Life of New York, has gone to the top 
through a process of natural, logical 
stages. Along the journey he has been 
a constant builder of good will. His 
associates at Mutual Life and his con- 
freres in Association of Life Insurance 
Counsel and fellow-committeemen of the 
Life Insurance Association of America 
and American Life Convention believe 
one of his paramount traits is that of 
balance. 
tall, broad-shouldered, outdoor- 
loving man of large physique, athletic 
enough to have been captain of a 
basketball team for two years; friendly 
in disposition, thoughtful, careful, non- 
spectacular, not easily upset and pos- 
sessing unusually keen mental qualities, 
Lou Dawson is one of those individu- 
als who inspire general confidence. This 
has resulted in his opinion being fre- 
quently sought in the large field of 
general problems of the business. While 
many of such matters are naturally re- 


rlated to law, taxation and contracts they 


include most every division of the in- 
surance business as he has been oper- 
ating head of the Mutual Life since the 
death in 1948 of Alexander E. Patter- 


son; has been a trustee since 1941, and 


has been general counsel since 1938. 

pAt field conventions of Mutual Life he 

is a familiar figure, often on the pro- 

gram. 

Mutual Began Issuing Policies 107 
Years Ago 


Mr, Dawson’s new post is that of 
schief helmsman of the oldest company 
in the western hemisphere writing life 
finsurance. For more than 107 years it 
At the end 


Hits insurance in force was $4,316, 000,000. 
For decades its massive stone-con- 
structed building, covering almost a 


square block fronting on Nassau Street, 


sas been a sight which has greatly 
impressed visitors to the metropolis as 
of financial strength and 
This month the company leaves 


Mr. Dawson is the Mutual Life’s ninth 
Preceding him were Alexan- 
Patterson (1947-48) who died in 
Lewis W. Douglas (1940-47); 
F. Houston (1927-39); Charles 
cabody (1906-27); Richard A. Mc- 


der FE, 





avid 


Ap 








pCurdy (1885-1905); Frederick S. Win- 
bn (1853-1885); Joseph B. Collins 
(1849-53); and Morris Robinson (1842- 


», tl © company’s first president. 


Lewis W. Douglas 


announcement that Mr. Dawson 
e chief executive of Mutual Life 
on March 9 by Lewis W. 

at the time of the election of 
wson to the presidency. 

Mr. Douglas was appointed 
ador to Great Britain the board 
ma leave of absence without sal- 
and continued him in his position 
rman, At various times it has 





eWould } 
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When 








Be 
H,°" Teported in the daily press that 


". Douglas would retire from his diplo- 











LOUIS W. 


matic post, and, returning to America, 
would devote his future attention to the 
Mutual Life’s affairs, but circumstances 
have not made this feasible. These cir- 
cumstances are linked with crises in 
world affairs. As American Ambassa- 
dor Mr. Douglas has been a partici- 
pant in numerous international confer- 
ences in which America is playing such 
an important role with future world 
peace as its main objective, and these 
have sometimes necessitated his pres- 
ence in Paris, Berlin and some other 
world capitals. He is one of the men 
holding posts in the government of par- 
amount importance whose splendid serv- 
ice to the nation is everywhere acknowl- 
edged and which service is all the more 
valuable when there is continuity. Such 
public service entails personal sacrifice. 
When Mr, Douglas finally retires from 
the diplomatic field and returns to full- 
time service with Mutual Life his duties 
as chairman will be to serve as coun- 
selor to the board of trustees and 
officers of the company. 


Background and Some Early 
Experiences 


Louis W. Dawson, whose ancestry is 
British, Dutch and French, was born in 
Boonton, N. J., where the family has 
lived for decades, two of his brothers 
and his son still residing there. His 


Family 


father’s family had its American roots 
two centuries ago. 
member of 
grandfather, Nicholas 
was in the lumber 
in Boonton, 


His mother was a 
the Crevier family. His 
Jacobus Dawson, 
and hardware business 
the town’s leading business 














DAWSON 


man. His late father succeeded to the 
business and it is now run by his broth- 
ers under the name of Dawson Lumber 
& Coal Co. Louis W.’s son, Craig, 
named after former Controller Charles 
L. Craig of New York City, a relative 
by marriage, is also with the lumber 
company. 

When a boy of 10, Lou Dawson had 
his first experience in salesmanship. He 
built up a Saturday Evening Post route 
in Boonton. This involved paying three 
cents a copy for the magazine, selling it 
for five cents a copy and fixing for him- 
self a goal of 40 copies a week. In an 
exceptionally good week he sold half a 
hundred copies. In recalling that ex- 
perience running around town after 
school hours with SEP subscriptions to 
sell he recently said to a business friend: 

“Building up that route is one of my 
pleasant memories. It meant in an un- 
usually good week having contact with 
at least 50 persons and visiting a large 
number of homes. Sometimes I would 
see the father; sometimes the wife, and 
I learned a good deal about salesman- 
ship from this experience which prob- 
ably stood me in good stead in later 
years, One of the principal things I 
learned is that most persons won’t buy 
anything but necessities unless solicited, 
but often when solicited their attitude 
is: ‘That’s a good idea; why didn’t I 
think of it before?’ 

“Every competent insurance agent 
learns this early in his sales career. 
He knows that many persons are con- 
stantly harassed by acute needs, 
grouse about them, accept them with 


to the fact that such economic prob- 
lems can successfully be handled through 
life insurance ownership, in many in- 
stances without real sacrifice—just a 
wiser readjustment of their expenditures. 
But the great majority of those persons 
will not buy life insurance unless ap- 
proached by a man who can ascertain 
the facts about those needs and then 
present the plan which solves the prob- 
lem.” 


In World War I Navy 


After attending grammar school in 
Boonton Lou Dawson was graduated 
from high school where for two years 
he was captain of the basketball team. 
During vacations he did some work 
piling and_ selling lumber, Because 
of the family’s business he decided he 
would study forestry and attended the 
Forestry School at Cornell. He left Cor- 
nell for service in World War I. At 
the end of his first college year he en- 
listed in the U. S. Naval Reserve and 
went on active duty as a second class 
seaman, serving on various craft in 
coastal waters. 

Late in 1917, following President Wil- 
son’s order that college students who 
were not engaged in essential service 
return to their studies, he went back 
to Cornell. This time he entered the 
law school and after a year of study he 
returned to active service in the Navy. 
When the Armistice was signed he had 
advanced to gunner’s mate second class 
and was attending the Ensign’s School 
at Pelham Bay. Once more going back 
to Cornell he completed his legal edu- 
cation and received his LL.B. degree in 
1919. 

Editor of Cornell Law Quarterly 


Lou Dawson was an outstanding mem- 
ber of the Cornell student body. He 
was awarded the Boardman Scholarship 
which is given annually to the man 
who ranks highest in his class after 
two years of study and for additional 
qualities of high character. Also, he 
belonged to the Order of the Coif, hon- 
orary law society whose membership 
is based upon scholastic standing. An- 
other honor given him at Cornell was 
his appointment as editor-in-chief of 
the Law Quarterly. The faculty picks 
members of the staff of the Law Quar- 
terly and later selects the chief editor, 
basing the choice on administrative and 
editorial abilities. Under Mr. Dawson’s 
editorship many articles were published 
from the pen of judges and eminent 
lawyers as well as some professors. 

Mr. Dawson helped pay some of his 
Cornell expenses by being a member of 
the college orchestra which played week- 
end engagements for dances at Elmira 
College, Wells College anc other educa- 
tional institutions. So successful was 
this orchestra that it had offers of Eu- 
ropean engagements. The instrument 
Lou Dawson played was the _ banjo- 
mandolin and he has always taken an 
interest in popular music. 

While he was at Cornell one of the 
students was Mary Donlon, now chair- 
man of the New York State Workmen’s 
Compensation Eoard and who is admin- 
istering the recently enacted Temporary 

(Continued on Page 4) 
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Louis W. Dawson as Seen 


By Prominent Lawyer 


A close friend of Mr. Dawson of 
many years’ standing is Francis J. 
Wright, vice president and general 
counsel, Midland Mutual Life, for- 
mer chairman of American Life Con- 
vention’s Legal Section and also. for- 
mer president of Association of Life 
Insurance Counsel. Asked for some 
comments on Mr. Dawson’s person- 
ality Mr. Wright said to The Eastern 
Underwriter: 

“Basis of friendship with Lou 
Dawson embraces a secure feeling of 
its dependability. His sense of hu- 
mor, which is quick and responsive, 
is one that raises seriousness to the 
level of objectivity and never gets 
out of bounds. He enjoys life and 
living, but this enjoyment requires 
of him a substantial contribution to 
his work and to a thoughtful consid- 
eration of contemporary affairs cov- 
ering a wide range. His high capa- 
bilities as a lawyer are known to all 
of his friends and associates, but 
what is so refreshing is that his ap- 
proach to legal problems, as well as 
questions of policy, is not leg ilistic 
but from that viewpoint which takes 
into account many other elements 
necessary for wise and just deci- 








sk ns.” 





Louis W. Dawson 
(Continued from Page 3) 
Disability Benefits law for workers in 

New York State. 
Partner in New York Law Firm 

Following his graduation from Cornell 
Mr. Dawson joined the New York law 
firm of Powell, Wynne & Roberts, 
which later became Powell, Lowrie & 
Ruch, in which firm he became a part- 
ner in 1926. Marvin Wynne left the 
law firm and became assistant general 
counsel of the Mutual Life under Fred- 
erick L. Allen, general counsel. One 
day while Dawson was walking down the 
street he encountered Wynne who start- 
ed discussing the Mutual Life and said 
to Dawson: 

“Would you be interested in coming 
with the Mutual Life? We can use an- 
other good man and there is plenty of 
work to do.” 

Joins Mutual Life 

That meeting resulted in an interview 
with David F. Houston, then president 
of the Mutual, who offered Mr. Dawson 
the position which he decided to accept. 
He joined the company on October 22, 
1928, as a law assistant under the late 
Frederick L. Allen. His early experi- 
ences with the Mutual had to do with 
trial work and advising the financial de- 
partment respecting purchases of securi- 
ties, details of indentures and similar 
duties. In 1936 he became assistant gen- 
eral counsel and in 1938 he was appointed 
general counsel. 

In Mutual Life Mr. Dawson’s execu- 
tive talents and exploratory instincts, 
demonstrated by inherent desire to be 
thorough and to analyze all sides of a 
question, had long been recognized. Firm 
is his belief that in head offices of in- 
surance companies “situations” frequent- 
ly arise which would not be facing 
executives for solution if planning had 
been carefully prepared. A predominant 
trait is his ability to evaluate problems 
in such a way that he places empha- 
Sis on essentials which he feels should 
most command his personal attention. 
When he delegates authority it is with 
full trust in the person given the task 
to do. While quick to make up his 
mind after fact-assimilation he does not 
believe in too speedy decision, or in 


Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 














LEWIS W. DOUGLAS 
1940 — 1947 





RICHARD A. McCURDY 
1885 — 1905 


ALEXANDER E. PATTERSON 
1947 — 1948 


FREDERICK 
1853 — 1885 





S. WINSTON 


DAVID F. HOUSTON 
1927 — 1939 





JOSE vi B. COLLINS 
849 — 1853 


CHARLES A. PEABODY 
1906 — 1927 


a 


MORRIS ROBINSON 
1842 — 1849 





putting the cart before the horse, al- 
ways bearing in mind relative measure- 
ment of importance. Thus, he has been 
considerably impressed by some philos- 














in the Home Office and Field. 


ophy of Gustav Metzman, president of 
New York Central Railroad, which is 
found on placards in his office and of 
some other executives of Mutual Life. 





OUR COMPANY IS PEOPLE 


In the 92nd Annual Report to policyholders of The Northwestern 
Mutual Life Insurance Company, Mr. Edmund Fitzgerald, President, says: 


“Over 6,000 people—General, District, Special and Solicit- 
ing Agents, their office associates, members of the Home 
Office and Mortgage Loan Agencies—are all engaged in 
Northwestern Mutual life insurance service. 


“The life underwriting records of our agents continue to 
show notable achievements in quality of business written, 
success in attaining educational standards and production of 
life insurance. As representatives of the policyholders, we 


“The problems that face the people of the world today are 
not easy ones. They will not be solved by turning them over 
to others. The obligation of every citizen to contribute his 
share to their solution has never been greater. 


“With all our associates in the Northwestern Mutual organi- 
zation, we look forward to the opportunity to continue to 


a Company. 














offer quality life insurance service.” 


We, Agents, some of the people who comprise our proud Company, 
congratulate our Field and Home Office associates everywhere for the 
teamwork which over so many generations has added up to so excellent 


commend and appreciate the efforts and effectiveness of those 


WILLIS F. McMARTIN, General Agent 
AND ASSOCIATES 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
285 MADISON AVE., NEW YORK 17 


ORegon 9-5110 











The placards are headed by the caption: 
“Is URGENT Important?” and this is 
the Metzman philosophy: 

“Most business men generally are so 
busy coping with immediate and piece- 
meal matters that there is a lamentable 
tendency to let the ‘long run’ or future 
take care of itself. We often are so 
busy ‘putting out fires,’ so to speak, 
that we find it difficult to do the plan- 
ning that would prevent those fires. 
from occurring in the first place. Asa 
prominent educator has expressed it, 
Americans generally ‘spend so much time 
on things that are urgent that we have 
none left to spend on those that are 
important.’ ” 

Given Charge of Company Operations 
in 

Lewis V . Douglas came to the Mutual 
Life in January, 1940, after being prin- 
cipal (president) and vice chancellor 
of McGill University and after holding 
the position of Mutual Life’s president 
was made chairman of the board in the 
Spring of 1947. Alexander E. Patterson 
came to the Mutual in July, 1941, to be 
vice president in charge of insurance 
affairs and in March, 1947, was elected 
president after Mr. Douglas had _ been 
appointed Ambassador to Great Britain 
When Alexander E. Patterson died in 
September, 1948, Mr. Dawson was put 
in charge of the company and was — 
elected executive vice president in Janv- 


ary, 1949, 


of the Mutual, the only other Mutu 
Life officer on the board being Mr. 
Douglas. As general counsel he ha 
had contacts with all divisions of the 
company, an experience which gave him 
a very wide comprehension of the entire 
insurance institution and proved a towel 
of strength to the board. 
Reorganized Law Department 
Following the death of Marvin Wynne 
(Continued on Page 7) 
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Wm. J. Cohagan to Join Pru’s 
New Canadian Head Office 





cA BODY 
7 





WILLIAM J. COHAGAN 


William J. Cohagan, second vice 
president of The Prudential, a native 
-Canadian, has been named to the execu- 
tive staff of Canadian head office which 
a Omeeny will open in Toronto this 
all. 

Born in Winnipeg, Mr. Cohagan, 
who spent his entire youth in Canada, 
was graduated from Reed College in 
Portland, Ore., in 1932 and immediately 
joined The Prudential as an actuarial 
assistant. In World War II he was 
almost four years a Navy officer. Re- 
turning to Prudential, he advanced 
through various assignments to the 
position of assistant actuary. In 1947 


NSON 
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caption: 
d this is 





y are so 
id piece- he became a general manager of the 
mientable Western home office organization and 
ir future ME Moved to Los Angeles when that head- 
erg quarters was opened in 1948. 

2 speak, 

he plan- 


se firs G. D. McKinney to Address 
©. ASa : . 
sssed_ it Brooklyn Ass’n April 27 
uch time Gordon D. McKinney, NALU actuary, 
we have will be the principle speaker at the next 
that are meeting of the Brooklyn branch of the 
; | Life Underwriters Association of the 
erations MH City of New York, to be held at the 
» Hotel Bossert on April 27, at 2:30 p.m. 





> Mutual Me Irving S. Bober, CLU, educational 
ng pril- HM vice president of the Brooklyn branch, 
ancellor announces that Mr. McKinney will 
holding HR speak on “Agents Today.” Mr. McKin- 
resident ' ney will discuss compensation trends 
d in the and their effect on the agent’s pocket- 
atterson HR book; how National Service Life Insur- 
H1, to be © ance affects the policyholder and the 
isuranc He taxpayer; and the effect of many 
elected changes in the proposed HR 6000 as to 
ad beet HB how it will eventually affect every indi- 
oritail: Be vidual’s future. 
died in ' At the conclusion of Mr. McKinney’s 
was PUM talk the audience will be requested to 
nd_ was HB ask questions on any of the topics cov- 
in Janu- » cred. There will be no admission charge 
© and all association members, as well as 
: temnee F tlon-members, are invited to attend. 
Mutual 
ng M. 
he hal - 
of thee Romer Joins State Mutual 


ave him) State Mutual Life has appointed 


e entire Francis C. Romer as home office repre- 
a tower Mi) sentative in the Los Angeles Group 
a office. Mr. Romer will be associated 
ent | with John A. Patton, Group home office 
Wynne representative in charge. 
| Mr. Romer is a graduate of the Uni- 
——f versity of Southern California and 


holds a Masters Degree in commerce 

Ine » and finance from Gonzaga University. 

y AL. | Mr. Romer spent several years in sales 

and service with the John Hancock in 

the Los Angeles Group office, later be- 

‘ng affiliated with Group Consultants of 

sHA |P@ California, which position he resigned 
> ‘to join the State Mutual. 
















"20 to 49” 


IT'S READY FOR YOU TO SELL — 
Prudential's liberalized Group Disability 
Benefits Policy for New York employers 
of 25 to 49 employees, inclusive. Sell 
it now for the July | effective date. 


This Prudential policy provides benefits 
greater than the minimum DBL require- 
ments. It has all of Prudential's easy- 
to-sell, easy-to-administer features. No 
Home Office underwriting is required. 
The flat, per employee premium rate is 
7 obtained from readily available 
ata. 


Whether you wish to meet the needs 
of "4 to 49" or "50 and over" em- 
ployers - - see us for complete sales 
and service assistance on policies pro- 
viding statutory or more liberal bene- 
fits. Don't Be Late - - use our well- 
known, no-charge, "know-how" service. 


Our associates and our Home Office 
Group representatives will be happy 
to work with you on this coverage. 
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L. P. Robinson E. J. Curtin 
H. H. Moore Leo Blatz 
W. 9. Meeker 
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Brokerage Specialists 


EUBANK & HENDERSON 


Managers 
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THE PRUDENTIAL 


Insurance Company of America 


New York 5, N. Y. 
Digby 4-0040 


40 Wall St. 


For Sales’ Sake— 
Watch These Ads 








Fred B. Moore Manager 
For Continental Assur. 


HEAD OF NEW BRANCH OFFICE 





San Francisco Agency Organized and 
Staffed to Serve Brokers and Fuli- 


time Representatives 





Continental Assurance marked the 
culmination of a two-year program of 
expansion in the state of California by 


opening a new branch office at San 
Francisco. Organized and_ staffed to 
serve brokers and full-time representa- 





FRED B. MOORE 


tives, it will be managed by Fred B. 
Moore, who assumed his new duties 
April 15. 

Initial step in the building program 
was to organize the Pacific Coast de- 
partment as an operating unit of both 
Continental Assurance and Continental 
Casualty with Ellis P. Schmidt, vice 
president and corporate officer of both 
companies, in executive charge. Life 
agency operations were assigned to John 
T. Grant, California superintendent of 
agents. Supervisory staff members have 
been located at Los Angeles and San 
Francisco to make possible the inten- 
sive development of the far-west terri- 
tory. 

Ordinary life volume in 1949 of the 
Pacific Coast department was 74% over 
1948 and the current year to date as 
against last year shows a further gain 
of 116%. 

Mr. Moore graduated in 1937 from 
Iowa State, with a major in business ad- 
ministration. He joined General Electric 
in sales promotion where he remained 
for three years. In 1940 he entered 
the life insurance business as an agent 
at San Francisco. His progress with 
Massachusetts Mutual was interrupted 
in 1943 by Army service until 1946, when 
he returned to become assistant to gen- 
eral agent, engaged principally in re- 
cruiting, training and field sales as- 
sistance. His agency ranked among the 
top ten of the country in percentage of 
increase and volume from new men. 


An active member of the San Fran- 
cisco Life Underwriters Association, he 
is on the membership committee and 
serves as LUTC instructor. At present 
he has a class of 25 students from ten 
companies. 


MARKS 25TH ANNIVERSARY 


Twenty-five years as representative of 
The Prudential were completed recently 
by Thomas P. Cassidy, manager of the 
company’s Stamford, Conn., district of- 
fice. Mr. Cassidy was appointed an 
agent with a Bridgeport, Conn., debit in 
1925. He became a staff manager a year 
later. In 1932, he was named manager 
of the Waterbury, Conn., district office. 
He assumed his present post in 1944, 
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Suggests Wider Investment Field 


Chairman McCabe of Federal Reserve Banking System 
Asks Study by Insurance Companies 


of Equity 


Declaring that the basic characteris- 
tics of American economy are expansion 
and growth, and that economic expan- 
sion today presents a challenge strik- 
ingly different from that of a century 
ago, Chairman Thomas B. McCabe of 
the Federal Reserve Banking System’s 
Board of Governors, advocated in Bos- 
ton last week that life insurance compa- 
nies study fully the opportunities for 
broadening their investment field. He 
was talking at the Copley Plaza dinner 
sponsored by the Massachusetts life in- 
surance companies and Harvard School 
of Business Administration. 

As far as life insurance companies are 
concerned, he said, he thought their 
study should be broadened to include 
the whole problem of the role which 
insurance companies should properly 
play in relation to the equity require- 
ments of our growing economy, and 
that it not be limited to the question 
of whether or not life insurance com- 
panies are to be permitted to invest 
in common stocks. He thought it would 
be a grave mistake to limit the scope 
of the study merely to the question of 
whether the companies are to be per- 
mitted to enter the market and add to 
their portfolios a diversified list of “blue 
chins.” 


Equity Financing Presents Problems 


He knew that from the insurance 
“inside view” the shortage of equity 
financing poses a dilemma. Insurance 
companies are aware that the rise in the 
cost of insurance to the public has 
resulted from the sharp decline in the 
average rate of interest on bonds and 
mortgages since the 1920's. 

“On the other hand,” he said, “you 
are conscious of the fact that the in- 
surance funds committed to your care 
are a sacred trust. You must always 
safeguard that trust by stressing secur- 
ity and maintenance of value of your 
capital fund, if necessary at sacrifice of 
yield.” ; 

He sympathized sincerely with the 
concern of the companies over the de- 
cline in the average rate of return on 
their portfolios, and the effect of this 
decline on the cost of insurance protec- 
tion, “At the same time, the stability 
of life insurance investment is so cru- 
cial to the stability of our financial 
structure that I would be loath to regard 
the desirability of a higher rate of port- 
folio return as an adequate justification 
for any move that might reduce the 
quality of the portfolio. My concern 
springs from additional consideration,” 
he said. 

Public Greatly Interested 


Continuing Mr. McCabe said: “I am 
impressed first with the very large vol- 
ume of investment funds which have 
been entrusted to you to administer. I 
am further impressed with the large ac- 
cretions to those funds that take place 
annually. You gentlemen in this one 
line of business administer, subject to 
various legislative safeguards, a signifi- 
cant fraction of our current savings. 
Your decisions, consequently, determine 
what kinds of investment such savings 
will finance. If our economy can be 
reasonably expected to need each year 


Financing 


a sufficient volume of new debt financ- 
ing to furnish a sound investment for 
these savings, I would be inclined to let 
well enough alone. If this result can- 
not reasonably be expected, however, 
the public would have cause for alarm. 
That is why it is important to ascertain 
the facts, and having ascertained them, 
to take approriate action. I do not 
think we will achieve the goal of a bal- 
anced economy, or that our economy 
will maintain a long-run stability, if a 
disproportionately large volume of our 
savings is earmarked for fixed interest 
investment in the form of bonds and 
mortgages compared with the additions 
to the supply of such investments. If 
this were to occur, we would find that 
the cost of bond financing and mortgage 
financing would persistently decline rela- 
tive to the cost of other types of 
financing. 


Need for Study of the Insurance 
Business Investment Problem 


“Please do not misunderstand me or 
jump to conclusions that are not in my 
mind. I know that many of you are 
prepared to say, ‘McCabe is implying 
that it is a disproportionate flow of 
insurance funds into bonds and mort- 
gages which has been largely respon- 
sible for the present low interest yields 
and the shortage of equity capital, when 
we all know that it is the tax structure 
and the monetary policies of the Federal 
Reserve System that are responsible.’ 

“T am fully aware of the primary im- 
portance of fiscal policies in our over- 
all financial situation, and have so ex- 
pressed myself on various occasions. I 
dealt with our monetary problems ex- 
haustively before the Douglas Sub- 
committee to which I referred earlier. 
I am not certain, however, that the 
large volume of insurance company 1n- 
vestments channelled by custom and law 
into bonds and mortgages has not also 
contributed materially to current dis- 
parities between the cost of debt and 
equity financing. I plead with you, 
therefore, to inaugurate studies to deter- 
mine what the true facts are. 

“If, on the basis of the findings, it 
appears reasonable to infer that life 
insurance business by virtue of its suc- 
cessful growth now manages total funds 
in excess of the amount that prudent 
consideration would allocate for invest- 
ment in bonds and mortgages, what is 
the broader significance of such an in- 
ference? Surely, it is more than a sim- 
ple move to channel insurance funds into 
‘blue chip stocks.’ The whole field of 
productive investment open in our econ- 
omy should be examined, not merely the 
field of common stocks, to see where life 
insurance funds may be made available, 
both prudently and constructively.” 

He had some preliminary judgments 
as to what such an inquiry would show, 
and also some suggestions as to the 
types of outlets that may have potenti- 
alities. 

“First, I am inclined to feel that 
examination will reveal a real need for 
permitting additional outlets for insur- 
ance investment. I think that new and 
more liberal legislation will be indicated,” 
he asserted. “Second, I am impressed 


(Continued on Page 17) 


Broader U. S. Plan of SS 
Needed, Says Hohaus 


SHOULD INCLUDE ALL WORKERS 


Metropolitan Actuary Sees Rapidly 
Mounting Burden of Supporting 
Aged and Retired 











Progressive aging of the American 
population calls for sound, long-range 
provisions to keep the task of support- 
ing the retired from becoming an undue 
burden upon future generations of 
workers, Reinhard A. Hohaus, Metro- 
politan Life actuary, told the Harvard 
Business School Forum last week. 

After noting that the proportion of 
persons 65 or older in the general popu- 
lation has nearly doubled in the past 
50 years, with the actual number at 


these ages increasing from 3,000,000 to 
11,000,000, the speaker set forth the fore- 
cast of his company’s statisticians that 
the aging process will continue for some 
time into the future. 

“Today in our nation there are eight 
persons aged 20 to 64 for each person 
65 or older,” he pointed out. “Forecasts 
indicate that in the next decade or two 
the ratio will become six to one, and by 
the time this year’s high school grad- 
uates reach age 65 the ratio will be not 
more than five or even four to one. It 
would seem not unlikely, accordingly, 
that by the end of the century the bur- 
den of supporting the aged and retired 
in our population will be twice as great 
as it is today.” 


Would Broaden S. S. Plan 


The most important present step that 
could be taken, according to Mr. Ho- 
haus, is to broaden the Federal social 
security plan “to include all workers, 
employed and self-employed, rather than 
only three out of five, as at present.” 

He also recommended the inclusion, 
as beneficiaries or prospective benefi- 
ciaries, of as many as possible of those 
whose working lives are largely behind 
them, even though they are without the 
covered employment the law requires. 

Mr. Hohaus strongly urged that the 
Federal role in providing for the aged 
be restricted, “as soon as possible,” to 
the field of social insurance, with old 
age assistance payments left entirely 
to the various states. 

“Some two million aged now are 
drawing monthly old-age insurance 
benefits under the Social Security Act 
which average less than $23, and—ex- 
cept for some overlapping—another 234 
million receive Federally subsidized 
state old-age assistance payments aver- 
aging about $45 a month,” he stated. 
“The transfer of present aged to the 
insurance plan would be on the assump- 
tion that the individual would have met 
the conditions for eligibility if the plan 
had been available to him during his 
active years. In addition, he should 
meet whatever other conditions are re- 
quired, such as retirement from work.” 


Realism 


Extension of social security in ac- 
cordance with his proposals, Mr.: Ho- 
haus averred, would automatically pro- 
duce “a more realistic relation” between 
current tax income under the plan and 
disbursement of benefits. This would 
help ward off, he believes, undue ex- 


pansion of social benefits to the detri- | 


ment of voluntary initiative. _ 
The speaker termed the entire prob- 


Life Insurance Now 
A Community Service 


BERLE ON ITS DEVELOPMENT 





Life Insurance Meets Great Obligations 
of a Service Nature, Says 
Columbia Professor 





In his talk before the insurance study 
seminar sponsored by the Harvard 
Business School and Massachusetts life 
insurance companies A. A. Berle, Jr, 
professor of law, Columbia University, 
reviewed the evolution of the insurance 
business which began as a _private- 
money-making activity to its present 
stature of a service on which people 
have come to rely as “part of the com- 
munity structure.” 

Developing that theme he said: 

“A century of experience brought a 
growth so huge and a public reliance so 
great that the services of the private 
companies are no longer optional. If 
every life insurance company elected to 
discontinue, the American economic 
structure, as we know it, would be revo- 
lutionized. More likely, men would be 
found conscripting a service which has 
been voluntarily built up. A_ private 
operation has become a social operation 
—not by revolution but by common 
choice and participation.” 

Huge Community Demand 


Referring to the huge community de- 
mands have been met by governments 
are undertaking to satisfy—that of old 
age pensions—Professor Berle said: 

“Elsewhere in the world these de- 
mands have been met by governments 
of varying degrees of socialism. The 
American genius has preferred and suc- 
cessfully carried out the task through a 
non-state community operation. We like 
our way better.” ; 

Pointing out that these community 
operations require application of capital 
so as to produce results both currently 
and in the near and distant future, he 
stated that the insurance companies 
have assumed obligations which will 
be met in a world to exist “after all of 
us are dead, and the result of which 
we can barely foresee.” 

“This,” he challenged, “is a real revo- 
lution of the future. You have leap- 
frogged—and happily so—a whole era o! 
history.” 


The Next Decade 


Predicting that the next decade will 
be one of growth, and probably at a rate 
faster than any previous decade in our 
history, “If America handles her al- 
fairs with at least moderate common 
sense,” Professor Berle said, “There 
ought to be enough productivity gem 
erated in the country to meet reason- 
able claims of old age subsistence ! 
business, financial and social machinery 
can be devised to do it. This is pre- 
cisely the job you are now taking 
on.” 





lem of care for the aged “a major ques- 
tion of national policy, calling for the 
most serious attention of all our citr 
zens—not just those in the insurance 
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Harrison Gen’! Agent 
Aetna in Cincinnati 


SUCCEEDS W. THOMAS CRAIG 





Latter Becomes a Partner in Company’s 
Los Angeles General Agency; 
Their Careers 





W. Lewis Harrison is succeeding W. 
Thomas Craig as general agent, Aetna 
Life, Cincinnati. Mr. Craig is leaving to 
become a partner in Aetna’s Los An- 
geles general agency. Robert B. Cool- 
idge, vice president, was guest speaker 
at a luncheon to Mr. Craig and Mr. 
Harrison given by Aetna, April 21, in 
Cincinnati. 

A graduate of Ohio Wesleyan Univer- 
sity Mr. Harrison joined Aetna in 1942 
as a special Group representative in 
Cincinnati, later becoming Group repre- 
sentative. In 1946 he became supervisor 
of the Cincinnati general agency, two 
vears later being appointed assistant 
general agent. In December last he 
went to Buffalo as a partner in Aetna’s 
general agency there. 

Mr. Craig is national chairman of the 
NALU general agents and managers 
committee. He is a former president of 
Cincinnati and Ohio associations and 
Cincinnati General Agents and Mana- 
gers Association. He became Cincinnati 
general agent in 1940 and won the 
President’s Trophy for outstanding 
agency performance for the past three 
years. He was chairman of the com- 
pany’s general agents advisory council 
in 1948, 





Mutual Trust Conducting 
Meetings at Home Office 


To encourage cooperation and under- 
standing between the home office and 
field force is the goal of Mutual Trust 
in its new program of home office meet- 
ings. The home office staff has been 
divided into five groups according to 
related activity, and each group is be- 
ing addressed periodically by several 
general agents and agents speaking on 
the life insurance business from the 
point of view of the sales representative. 
His personality, probléms, and how he 
does his job are among the topics for 
discussion. 

The program is being directed by C. 
H. Kiefer, agency secretary and C. N. 
Nelson, administrative assistant. The 
meetings are to be reported to men in 
the field force through brief reviews in 
the “Mutual Trust Record” so they will 
know the company’s progress in show- 
ing home office personnel how their work 
fits into the sales operations. 

Jerome O. Ware, Milwaukee general 
agent addressed the first group who 
were representatives of “new business” 
activities—underwriting, medical, M. I. 
B, policy issue, and first year depart- 
ments, 


J. D. Marsh Honored 


J. D. Marsh, Washington general 
agent for Lincoln National Life, was 
honored by the members of his agency 
at a luncheon meeting recently. The 
celebration climaxed the successful com- 
pletion of a “March for Marsh” cam- 
paign in which the agency produced 
$2,595,000 of written business. 

The tradition of setting aside the 
month of March, designated “Apprecia- 
tion Month,” for this annual campaign 
has become established in the agency. 
The purpose of the campaign is to pay 
tribute to Mr. Marsh for his outstand- 
Ing contributions to the success of the 
members of his organization. 

Outstanding producer during the cam- 
Paign was Mitchell T. Curtis, who wrote 
over $190,000 for the month. 








A. F. ROSS APPOINTED 
Alexander F. Ross has been appointed 
ranch manager of the Continental Life 
of Canada at Hamilton. 





Louis W. Dawson 
(Continued from Page 4) 


Frederick L. Allen, general counsel, had 
given Mr. Dawson free scope in re- 
organizing the law department. His 
three chief assistants in that department 
have been Haughton Bell, John G. 
Kelly, and Vincent Keane, assistant gen- 
eral counsel. 

In Mr. Dawson’s opinion the ideal 
law department organization in a large 
insurance company is comparable to that 
of a well integrated, high class law of- 
fice capable of handling any problem 
presented to it. Law departments, very 
much as do law offices, tend to become 
specialized although there are usually 
cross currents of activity. These spe- 
cialists tend to follow the organization 
of the company itself, which in life 
insurance is usually along functional 
lines. 

Foremost are the activities generally 
referred to as insurance operations. This 
includes all those activities connected 
with the sales of life insurance, followed 
by service to policyholders and ending 
with the reason a life company is in 
business—the payment of benefits. The 
other major activity in which a life in- 
surance company engages is the invest- 
ment of funds, divided generally into 
securities investment and real estate- 
mortgage investment. Incidental to the 
business as a whole are other activities 
such as proper corporate procedure and 
maintenance of records, payment of 
Federal, state and municipal taxes, com- 
pliance with insurance laws of the vari- 
ous states and the functions incidental 
to any large corporate organization. This 
description of company activities points 
the way to the specializations of the 
average law department. 

The functions of a life insurance law 
department most immediately concerned 
with the field are those dealing directly 
with insurance operations themselves. 
For example, there can be no more 
important function than the preparation 


of a policy form. Such a job, if prop- 
erly handled, is confined to no one 
department of a company, but should 
be engaged in by the actuary’s agen- 
cies, selection, public relations, law 
department and, in fact, every depart- 
ment of the company whose experience 
and knowledge can assist in bringing 
about the best possible policy or other 
company form. 


Inter - Company Activities 

For years Mr. Dawson has been active 
in inter-company affairs, his latest hon- 
or being his election last week as presi- 
dent of the Association of Life Insurance 
Counsel. He was chairman of the Joint 
Legislative Committee of the American 
Life Convention and Life Insurance As- 
sociation of America. His two most 
immediate predecessors as chairmen of 
that committee were James A McLain, 
president of Guardian Life, and Charles 
G. Taylor, Jr., executive vice president 
of Metropolitan Life. Mr. Dawson is 
on the life insurance law committee of 
American Bar Association, and, for the 
life insurance business, is a member of 
the Committee on Federal Income Tax 
of Life Insurance. Another committee 
on which Mr. Dawson served was that 
representing the industry to meet with 
the committee of Insurance Commis- 
sioners in joint consideration of matters 
which resulted in the so-called Guertin 
legislation out of which grew the Com- 
missioners’ Standard Mortality Table 
which took the place of the old Amer- 
ican Table of Mortality. For five years 
he was chairman of the companies’ 
committee on Affirmative Legislation for 
New York State. He is treasurer and 


‘a director of Life Insurance Guaranty 


Corporation, membership in which con- 
sists of companies domiciled in New 
York State. 

In 1941 Mr. Dawson was appointed a 
member of the Panel of Arbitrators of 
American Arbitration Association. 


Fishing His Favorite Recreation 
Mr. Dawson’s chief recreation is fish- 
ing and he has gone on many outdoor 
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trips with a Cornell University class- 
mate, Irvin B. Tiedeman, who is spe- 
cial reviewer of policy payments in 
head office of Mutual Life. 

The first trip they took was in 1921 
when they decided to explore the upper 
reaches of the Connecticut River. Those 
reaches are pretty far up as the river 
is formed of springs coming down from 
Canada. Lou Dawson had been fasci- 
nated by reading the exploits of John 
Ledyard who, in the middle of the 
Eighteenth Century when a student at 
Dartmouth, had hollowed a canoe out of 
a tree and made the first exploratory 
trip down the Connecticut River. 

Dawson and Tiedeman acquired a 
canoe and camp equipment and trained 
for the trip to Sheepshead Bay. Later, 
arriving at the Connecticut River they 
negotiated three miles through the 
fast current by hard paddling and then 
ran into difficulties. By reason of a 
strike of employes of the International 
Paper Co. they encountered a continu- 
ous series of log jams which necessi- 
tated long pate portages of canoe 
and equipment, to the frequent accom- 
paniment of thunderstorms. By the 
time they reached White River Junction 
they came to the conclusion that it was 
not the opportune time for exploring 
the river’s upper reaches. 

One fishing experience which Mr. 
Dawson annually enjoys is at Peconic 
Bay when the schools of weakfish come 
in. Over the years, Mr. Dawson has 
caught sailfish, tarpon and other game 
fish off Florida waters, and he and Mrs. 
Dawson have also made several fish- 
ing trips—for bass, muskellunge and lake 
trout—in Lake Ontario. 

Mr. Dawson’s recreational reading 
tastes cover a wide range and like many 
men who have won distinction in law he 
likes mystery stories and _ historical 
novels. However, his favorite book is 
the autobiography of Benvenuto Cellini. 

Mr. Dawson is married to the former 
Elizabeth Byrne and they live at 25 
Central Park West, New York City. 
At one time they lived in Ridgewood, 
N. J., where Mrs. Dawson was active 


in civic affairs and was on board of 
directors of the Women’s Republican 
Club. 





Diesel Locomotive Idea 


Duncan W. Fraser, chairman, Ameri- 
can Locomotive Co., told its stockhold- 
ers at annual meeting that railroad 
acquisitions of diesel locomotives may 
be achieved in the future by purchase 
of the power by insurance companies 
for lease to the carriers as is now being 
done relative to freight cars, the latter 
an innovation of Equitable Society. 





Parkhouse Made Nashville 


Manager for Union Central 


Union Central Life has appointed 
Charles G. Parkhouse manager of the 
Nashville agency which covers central 
and eastern Tennessee. A native of Eng- 
land, Mr. Parkhouse came to the United 
States in 1930 from Singapore. Prior 
to joining Union Central he was as- 
sistant manager of the Nashville agency 
of Prudential. During the war he served 
as captain in the Canadian Army for 
four years. 
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New Flat Dollar Benefit Plan 


Equitable Society Announces Collective Bargaining Deposit 
Administration Contract as Funding Vehicle 
for Pension Plans 


Following study of developments” in 
the wake of the National Labor Rela- 
tions Board’s ruling in the case of In- 
land Steel with its opening of new 
avenues of approach to the industrial 
workers drive for pensions the Equita- 
ble Society has developed a Deposit 
Administration contract specifically de- 
signed to provide a funding vehicle for 
the penson plans evolved from collec- 
tive bargaining on a non-contributory 
basis. The contract is available where 
annual purchase payments of at least 
$12,000 are involved, but cases with less 
than 500 lives require special consider- 
ation. 

This contract calls for the purchase 


of annuities at retirement in accord- 
ance with the company’s formal docu- 
ment outlining the plan. The contract 
further permits pre-payment of the 
cost of annuities without specifying 
funding requirements. Thus, the em- 
ployer might put up reserves as em- 
ployes retire or he might fund in ad- 
vance on a sound actuarial basis or he 
might use whatever minimum funding 
would satisfy the Treasury Department 
from the point of view of tax deduc- 
tions. The Equitable offers the employ- 
er its services outside the contract to 
make actuarial valuations of the liabili- 
ties periodically. 


Can Integrate Benefits With SS 


Interest at 21%4% is guaranteed with 
respect to all contributions placed in 
the Deposit Fund during the first five 
years. The initial scale of group im- 
mediate annuity rates are guaranteed 
during the first five years and until the 
portion of the Deposit Fund arising 
from the first five years’ contributions 
is used up. 

The plan can provide for. precise in- 
tegration of benefits with Social Secur- 
ity. Should Social Security be increased, 
the annuity being paid to retired lives 
can be reduced with credits arising 
therefrom reverting to the Deposit 
Fund. The certificate issued to retired 
lives will make clear the possibility of 
an adjustment in the Insurance Com- 
pany payments if Social Security is in- 
creased. 

No certificates will be issued to ac- 
tive employes and the announcement 
material will make no reference to any 
funds being paid the Equitable except 
for the purchase of annuities at retire- 
ment date. 

“It is recommended that disability 
payments be handled outside the con- 
tract,” says the Equitable. “However, 
it is possible to have such payments 
made from the deposit fund up to re- 
tirement date when an annuity would 
be purchased. 

“The contract will be discontinued 
should the employer be required to par- 
ticipate in a substitute plan as a result 
of union agreement under which credit 
cannot be taken for benefits provided 
under the Equitable contract, or upon 
mutual agreement between the employ- 
er and the Equitable. In such cases, 
the deposit fund will be turned over to 
a trustee designated by the employer 
less an expense and liquidation charge 
of 5%. 

“The contract will also be discon- 
tinued when the employer fails to make 
a purchase payment for a retiring em- 
ploye and there is insufficient money 
in the deposit fund. 


Calendar Year Basis Experience Records 


“It is the Equitable’s present prac- 
tice to maintain an experience record 
on a calendar year basis for each con- 


tract. This experience record is to be 
distinguished from the guaranteed de- 
posit fund. This expeyience record is 
for the purpose of determining the 
amount of dividend to be apportioned; 
it does not represent a segragation of 
assets. This record shows all payments 
received plus the Equitable’s total net 
rate of earnings on all assets, less ac- 
tual expenses incurred and disburse- 
ments to pensioners. Under our pres- 
ent dividend formula the balance or 
total fund at the end of the year is com- 
pared with the liabilities. The liabilities 
consist of the, reserve with respect to 
the deposit fund, plus reserves needed 
on retired lives and reserves for future 
expenses and contingencies. Our pres- 
ent dividend formula produces as a 
dividend the excess of the total expe- 
rience fund over these reserves. Divi- 
dends are usually credited back to in- 
crease the amount of guaranteed ac- 
cumulation in the deposit fund. The 





EXCELLENT OPPORTUNITY 


A Company with the personal touch—a ratebook full of policies you will 


enjoy selling. 


For information write to 





Let us tell you more about our plans for greater expansion. 
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John O. Slemmer, Manager of Agencies 
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dividends arise from interest earned in 
excess of the minimum guaranteed, ex- 
pense savings and any mortality gains 
due to retired lives dying faster than 
the annuity rates have assumed. It is 
our present practice to furnish the em- 
ployer with a statement of the experi- 
ence record of his contract each year.” 


Background 


Discussing background of the new 
contract Equitable says: 

“The National Labor Relations 
Board’s ruling in the case of Inland 
Steel opened a new avenue of approach 
to the industrial worker’s drive for 





MEDICAL 
j MARINE Fe 





“Relax, Doc! It’s just a gallon of cider I bought while 
I was out in the country!” 


Bankerslifemen Are Known For 
Doing Things in a Big Way 


The reputation Bankers/ifemen have earned for doing things 
in a big way probably accounts for the horrified look on the 
face of the doctor in the picture above. 


Seriously, Bankers/ifemen are taught, right from the day 
they first enter an agency, how to work toward big objectives. 
The Bankers Life plan of training and supervision then 
actively aids their development into high quality, professional 


life underwriters. 


Doing things in a big way is just one of the qualities 
that makes the typical Bankers/ifeman the kind of life under- 
writer you like to know as a friend, fellow worker or 


competitor. 


Bankers /27/e CoMPANY 


DES 


MOINES 





pensions. The lanes of this road were 
widened by the report handed down by 
the President’s Fact Finding Board on 
the Steel Industry and today industry 
finds itself at what is probably the first 
overnight stop, the $100 a month plan 
and various modifications of it. 

This type of flat dollar benefit plan, 
with its direct Social Security offset, 
and the theory of basing correlated 
benefits on some final pay base, re- 
versed a trend which had consistently 
grown for two decades. Most plans 
adopted during this period provided 
definite units of retirement income, ap- 
proximately integrated with Social Se- 
curity, based on each year’s earnings. 
The cost of each year’s liability was 
immediately known and, in most in- 
stances, fully funded as incurred. In- 
surance companies offered group de- 
ferred annuity contracts as_ funding 
vehicles for these plans. 

With the reversal of this trend, and 
the introduction of seemingly novel but 
actually time-worn plan _ provisions, 
came the desire on the part of manage- 
ment, and acquiescence on the part of 
some labor representatives, to put aside 
sound actuarial funding and adopt a 
program of minimum funding. For 
management’s part, this can probably 
be traced to an understandable desire 
to avoid sinking large funds into pen- 
sion plans which might not weather the 
next bargaining session. On the union 
side, a desire to get a plan started, 
which might later be enlarged and im- 
proved upon, is undoubtedly respon- 
sible. All of these developments re- 
sulted in antiquation of existing insur- 
ance vehicles as far as many negotiated 
plans were concerned.” 





Bankers of Iowa Assets 


Over Half Billion Mark 


Assets of Bankers Life of Des Moines 
now are over a half billion dollars, 
President E. M. McConney reported at 
the recent 70th annual meeting of the 
company. Insurance in force is nearly 
$114 billion. 

He pointed out that assets which were 
renorted at the end of the year as $494,- 
529,369 have now passed $505 million. 
A comparable growth in insurance in 
force has also been accomplished. On 
December 31, 1949, total insurance in 
force amounted to $1,442,510,118. Total 
insurance in force on April 1 had passed 
$1.466,000. 

New business written during the first 
quarter was over $42,120,000 compared 
with $40,925,000 in the first quarter of 
last year. 

The policyowners in attendance at the 
meeting were reminded that during the 
last year more than $35 million was 
paid to policyowners and _ beneficiaries. 
In addition nearly $32 million was added 
to policy reserves and other policy lia- 
bilities for future payments to policy- 
owners and beneficiaries. 


Conn. Mutual Up 3.1% 


Connecticut Mutual Life reports new 
business for the first quarter of 1950 
amounts to $60,008,895 as compared with 
$58,222,119 for the first quarter of last 
vear. This represents an increase of 
3.1% for the period. : 

Last month was the best Marci: in 
company history with business 15.1% 
ahead of March of a year ago. 
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N. y. Life App Makes 
Less Work for Agents 


MORE SIMPLE TO COMPLETE 





Block Check Method Answers; Agent 
Needn’t Carry So Many Styles 
of Applications 





The New York Life has announced 
the introduction of a new application 
which will replace all insurance appli- 
cation forms currently in use, and will 
be used generally except in New York 
and California where because of Insur- 
ance Department requirements slightly 
modified forms will be necessary. The 
new application eliminates the necessity 
of the agent carrying several different 
types of applications as has heretofore 
beer. the case. It will be used for ages 
under 15 as well as ages over 15; and 
for the Child’s Protection Benefit, for 
Singie Premium policies and for Ab- 
solute Ownership policies. 

The new form has been restyled and 
modern type used to make the form 
attractive in appearance and simple to 
complete. Wherever practical, a block 
check method is provided for answering 
questions. Also, a columnar arrangement 
has been adopted, the first two columns 
containing questions which have to 
be answered in all cases and a 
third column answers questions to be 
answered only if the proposed insured 
is not the applicant. 


Coupon Receipt and Other Features 


The expansion of the new application 
to take the place of several forms, with 
a simultaneous reduction in the length 
of the form, has been made possible by 
use of a “fold back” flap for the third 
column of questions which are applicable 
only to three party contracts. 


The new form has been designed so 
as to enable the company to make the 
fullest possible use of the amendment 
space, but this space will not be used 
where not allowed by statute or Insur- 
ance Department ruling. In some states 
signed amendments will be required as 
heretofore, even though the application 
form includes an amendment space. 

A coupon receipt, relocated at the 
lower part of the third column, may 
now be used not only for annual, semi- 
annual, quarterly and monthly premium 
cases, but also for Single Premium 
policies. 

Application for Absolute Ownership 
policies or Child’s Protection Benefit 
will no longer require a special applica- 
tion since the third column “fold back” 
now covers all necessary third party in- 
formation. 

When cash is collected with the appli- 


| cation for the policy a date provision is 


made so that if there is a delay in 
getting the medical examination the ef- 
lective date of the policy would auto- 
matically be the date of the medical 
examination. 





Combination Cos. Conference 


Plans have been completed for the 
Agency Management — Association’s 
Combination Companies Spring Confer- 
ence to be held May 8-10 at Grove 
Park Inn, Asheville, N. C., it is an- 
nounced by Malcolm C. Young, second 
vice president John Hancock Mutual, 
chairman of the Combination Com- 
panics Committee. 

Principal speakers will be Richard B. 
“vais, president of Colonial Life of 
New Jersey; Holgar J. Johnson, presi- 
dent of Institute of Life Insurance; 


| and Charles J. Zimmerman, CLU, asso- 


tlate managing director of AMA, who 
will review the highlights of the meet- 
ing, 


Remainder of the three-day program 


bs he devoted to forum discussions of 
| \ombination Company problems. Mr. 


oung will preside at all sessions ex- 


» °ept Tuesday afternoon when Guilford 


Dudley, Jr., vice president Life & Cas- 
ualty of Tennessee, will serve as chair- 


> Man 


W. W. DUNLOP RETIRES 

After 57 years of service with the 
Independent Order of Foresters, William 
W. Dunlop, editor of The Forester, has 
retired. He is a past president of the 
Canadian Fraternal Association and 
served for five years on the executive 
committee of the I. O. F. 





M. J. LAUER AGENCY LEADS 

The Matthew J. Lauer agency, Con- 
tinental American Life, New York, was 
the company’s leading agency for the 
month of March. The Lauer agency is 
also the leading agency for the year to 
date. 
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Maurice Dubofsky 
Arthur B. House 
Joseph S. Hurley 


A 


OF WORCESTER. MASSACHUSETTS 


Mass. Mutual Gen’! Agents 
Ass’n Elects New Officers 


Angus B. Rosborough, CLU, general 
agent at Jacksonville, Fla., has been 
elected president of the Massachusetts 
Mutual Life General Agents Associa- 
tion. He succeeds Lovell H. Cook, CLU, 
co-general agent at Springfield, Mass. 
Other officers of the association are 
Clarence W. Reuling, CLU, co-general 
agent at Peoria, Ill., vice president, and 
Frank W. Howland, CLU, general agent 
at Detroit, secretary-treasurer. The new 
officials will serve for a term of one 
year. 
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Congratulations Again* 
for a Job Well Done 


To The 


CHESTER R. JONES Agency ... Washington, D.C. 
Winner of the State Mutual 


President’s Cup for 1949 


A trophy awarded annually to the Agency with the best over-all record in 
sound agency management reflecting the high average results of successful 
career associates and the excellent quality of their business. 


CHESTER R. JONES, C. L. U. General Agent 


Associates 


William W. Waller 
¥% Also Winner for 1947 


RUNNER-UP FOR PRESIDENT’S CUP 1949 
THE JEFF GROS Agency, Memphis, Tenn. 


UAL LIFE 


Incorporated 1844 
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Leon Katz, C.L.U. 
John R. Lahey 
Maurice D. Rosenberg, Jr. 


Mark Hancock’s New Post 
Mark Hancock, Jr., has joined the 
Group department, Republic National 
Life, Dallas, as special consultant, 
operating out of the company’s home 
office. A native of Dallas, he attended 
Texas Tech at Lubbock. His entire 
business career has been in the insur- 


ance field, interrupted only by two 
years’ service with the Army Engineers 
during World War II. He was regional 
group manager for the southwest area 
for one of the large eastern companies 
and held sales positions. 
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JOHN F. WALSH 


John F. Walsh, manager of agencies 
for Home Life, received this week his 
20-year service medal from James A. 
Fulton, president of the company. 

Mr. Walsh came to the company on 
April 15, 1930. His first assignment was 
manager in a New York 
In 1934 he became field as- 
department and in 
officer of the com- 
was located in Chi- 
assistant superin- 


as assistant 
City agency. 
sistant in agency 
1936 was made an 
pany. Mr. Walsh 


cago as a resident 


JAMES A, FULTON 


tendent of agencies from 1938 through 
1941 where he was responsible for di- 
recting and strengthening the company’s 
agency organization in Mid-western ter- 
ritory. Returning to the home office, 
he was named manager of agencies in 
May, 1946, and in December, 1948, was 
placed in complete charge of the field 
administration of all agencies. Under 
his direction the field organization this 
year is setting new records. 





New Ocean House Open 
Clement Kennedy, president of the 
New Ocean House at Swampscott, 
Mass., announces that this famous re- 
sort hotel will open for the season next 
week on April 26. It has long been a 
popular meeting place for insurance 
gatherings. 


N. Y. ACTUARIES HEAR ANDREWS 
Actuaries Club of New York on April 
19 heard James Andrews, Jr., assistant 
counsel, Life Insurance Association of 
America, discuss efforts of private in- 
surers to meet the challenge of com- 
pulsory health insurance. John E. Low- 
ther was chairman of the meeting. 





MASSACHUSETTS INDEMNITY INSURANCE CO. 


Loyal Atkinson, Branch Manager 
50 East 42nd St., New York — MU Hill 7-5212 





| Non-Cancellable Health & Accident Insurance | 














CALL US ON YOUR NON-CANCELLABLE PROBLEMS 








Appointed to New Posts by Connecticut General 


HENRY R. ROBERTS 


Frazar B. Wilde, president, Connecti- 
cut General Life, announced the ap- 
pointments of Henry R. Roberts as sec- 
retary of the accident department and 
Alfred T. Yungman as director of sales 
research. 

Mr. Roberts was graduated from the 
University of Toronto in 1937. After 
some initial business experience he 
joined the Royal Canadian Air Force, 








i ag 
GREAT-WEST LIFE 
ASSURANCE COMPANY 
MEAD OFFICE-WINNIPEG.CANADA 









LIFE 








GROUP ANNUITIES 
ACCIDENT AND HEALTH 











ALFRED T. YUNGMAN 


received his discharge as flight lieu- 
tenant in 1945, and became associated 
with Connecticut General’s Group pen- 
sion department in November of that 
year. He was appointed assistant sec- 
retary, Group pension department, in 
1948. He is a Fellow of the Society of 
Actuaries. 

Mr. Yungman was graduated from the 
University of Pennsylvania in 1914. He 
engaged in manufacturing and _ served 
with the Navy in World War I. In 1932 
he left the vice presidency of a ma- 
chinery company to join Connecticut 
General’s Pittsburgh office as a_ sales 
representative. He became manager of 
that office, then transferred to the man- 
agement staff of the company’s Phila- 
delphia office in 1939. In 1947, he was 
assigned to direction of sales research 
for the company, with residence in 
Philadelphia. He will now transfer to 
the home office in Hartford. 





Hartford Estate Planning 


Conference on April 25 
On Thursday night, April 25, the 
Hartford Chapter of CLU will have a 
forum on the function of the agent, at- 
torney and trust officer in estate plan- 
ning. The dinner and meeting will be 
in the Hartford Club. These will be 
the speakers: 
Basil S. Collins, vice president, Old 
Colony Trust Co. and past president, 
Boston Life Insurance and Trust Coun- 


- cil; John J. Kellam, general agent, Na- 


tional Life of Vermont, New Canaa, 
Conn., and New York City; Edwin M. 
Ottenbourg, New York lawyer and co- 
chairman National Conference of Law- 
yers and Life Underwriters of the 
American Bankers Association’s trust 
division’s national conference. Moder- 
ator will be Laurence J. Ackermat, 
dean, School of Business Administration, 
University of Connecticut. 





MUTUAL OF CANADA MANAGER 

Mutual Life of Canada has opened 3 
new branch in Oshawa, with Donald H. 
Moore manager. 
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HEARD On The WAY 








— 
| hear that at the end of May the 
world famous Dr. Alfred Manes _ will 
reach the retirement age and will, there- 
fore, be obliged to give up his post as 
yofessor of insurance and economics 
at Bradley University, Peoria, Ill, and, 





DR. ALFRED MANES 


if he does not get some other position, 
will be left practically without income. 

This most unfortunate situation is 
happening to a man who over a period of 
more than four decades has taught sound 
insurance principles and knowledge to 
thousands of persons in many parts of 
the world, to say nothing of having 
written numerous text books on the 
subject and also an encyclopedia of in- 
surance. 

Dr. Manes became one of the fore- 
most authorities in the field of insurance 
way back in Berlin where he conducted 
a college exclusively devoted to that sub- 
ject. His pupils were from all parts 
of the world. When the Nazis came into 
power in Germany they ignored all that 
Dr. Manes had done as an insurance 
consultant and educator in that nation, 
and he was forced to leave the country. 
For some years he taught insurance in 
South American universities, finally com- 
ing to this country to become professor 
of insurance in Indiana University from 


} where he went to Bradley. 


» merous other distinctions, 


In addition to the 40 odd books and 
pamphlets he has written in helping 
make the institution of insurance better 
understood, and his great class room 
work, he at various times has had nu- 
They include 
having been head of the Economics Sec- 


» ton of the German League of Nation’s 
| Union; adviser to the Australian Gov- 
; ernment; member of the Social Insur- 


ance Committee of League of Nations; 


» consultant to the Department of Justice, 
United States, and adviser to the direc- 


tor of the Armed Services educational 


; Program of this country. Nations which 


B have 


France, 
Prussia, 


include 
so. did 


him 


and 


decorated 
se Spake 
Sweden, Spain, 


z | * . 
| Bavaria and Austria. He is an honorary 


gh 






member of a number of insurance or- 
ganizations throughout the world. 

That the great business of insurance 
should ignore all of the splendid achieve- 
ments of Dr. Manes over the years and 
leive him at the age of 70 without fu- 
ture means of support—at least, none 
's yet in sight—is a social tragedy. 
Somewhere in the wide insurance field 
4 post should be available for him, and 

understand he is willing to take a 
humble but self-respecting one. 





The paper which Paul H. Conway, 
seneral agent, John Hancock, Syracuse, 
Prepared for Syracuse University Exten- 


Sion Course on the relation of life in- 


surance to small business has attracted 
wide attention. 

The university’s course was keyed to 
the needs of returning war veterans and 
was sponsored jointly by the College of 
Business Administration, Syracuse Uni- 
versity, and the New York State De- 
partment of Commerce. 

In discussing Mr, Conway’s paper O. 
Richard Wessels, associate professor of 
business education of Syracuse Univer- 
sity, called it, “A genuine contribution 
to the understanding of insurance prob- 
lems.” He said that more than a hun- 
dred veterans were present for each ses- 


sion of the small business course. Con- 
tinuing he said: 

“They found the meeting with Mr. 
Conway interesting, stimulating and 
highly beneficial. I am happy to learn 
that Mr. Conway now is making this ma- 
terial available to many other people.” 


Uncle Francis. 





WITH PRUDENTIAL 35 YEARS 


William H. Hampton, manager of The 
Prudential’s Canton, O., district office, 
observed his 35th anniversary as a com- 
pany representative recently. 
















ALC Des Moines Discussion 


At the ALC regional in Des Moines 
principal subjects discussed were these: 

Federal income tax of life insurance 
companies, problems in proposals to 
make the Frazier-Lemke Farm Mort- 
gage Act a permanent part of Federal 
Bankruptcy Act, proposed changes in 
method of valuing securities, and also 
agency management and home admin- 
istration problems. 

Tours of inspection of Des Moines 
home offices were made by the ALC 
people. : 








A life insurance company 
is primarily a service organ- 
ization. Its value to the in- 
suring public lies chiefly in 
the quality of the service it helps its 
Field Underwriters give to policyholders 
and prospects. 

But the service they can give can be 
no better than the service they get from 
the Home Office. Therefore, at Mutual 
Life we are always striving to eliminate red- 
tape and expedite paperwork for our Field 
Underwriters. 

In a business such as ours, with over a million 
policyholders to serve, paperwork is necessary. 
Yet, in the past five years, we have managed to 
eliminate more than 25% of our forms—and we 
are trying to further simplify those that remain. 


Our 2nd Century of Sewice 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


poTuay 
S 






4 


34 NASSAU STREET Fused, 
Lome 





P / ” 
SORUCCE | 
MUTUAL LIFE 
FIELD UNDERWRITER 







The once wordy application form, for 
example, has been revised to include 
only essential information and to speed 
up underwriting in the Home Office. 
The text of all our life insurance policies 
has been condensed and simplified so a 
policyholder can understand what he 
has bought. 

One of our happiest accomplishments 
has been the elimination of notarized 
affidavits, previously required for almost every 
change a policyholder wished to make in his 
life insurance. By continually trying to stream- 
line our printed forms and office operations, we 
hope to enable our Field Underwriters to give 
constantly improving service to the public. 
Life insurance service like charity, begins at 
in the Home Office. 


heme... 


Guoome NEW YORK 5, N. Y. 
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new branch in Oshawa, with Donald i 
Moore manager. 
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New Executive Officers of Sun Life of Canada 





J. E. CHANDLER 


Two new executive officers have been 
appointed by the Sun Life of Canada, 
George W. Bourke, president, has an- 
nounced. Effective immediately, J. E. 
Chandler and A. A. Tousaw have been 
named assistants to the president. 

Mr. Chandler joined the Sun Life in 
1919, after being engaged in newspaper 
work in Montreal, Boston and Toronto, 
and has had long experience in public 
relations matters. He was appointed 
publicity officer in 1936, and an execu- 
tive assistant in 1944. se 

Mr. Tousaw joined Sun Life in 1922, 
after graduating from McGill University. 
He is an associate of the Society of 





Pennsylvania Life, H. & A. 


Income Increased by 19% 


The Pennsylvania Life, Health and 
Accident Co, increased total income 
more than 19% in 1949 as compared to 
1948, C. Alvin Kahaner, president, an- 
nounced at the recent annual meeting 
held at the Philadelphia home office. 
Tota! income was over $2,411,000 in 1949; 
$2,026,000 in 1948. Capital was increased 
from $300,000 to $400,000. Surplus was 
increased by over 42%, from $318,896 
in 1948 to $453,670 in 1949. 

Pennsylvania Life was licensed in IIli- 
nois on March 7, now having over 70 


district offices in Pennsylvania, Dela- 
ware, and Florida. 
The company’s 1950 Managers’ Con- 


vention will be held May 26 to June 3, 
at Miami Beach, Florida. 





Baltimore Life Opens New 
Office in Silver Spring 


Baltimore Life has announced the 
opening of a new branch office in Sil- 
ver Spring, Maryland. R. Bernard Alt- 
land has been appointed manager of this 
office. Starting with Baltimore Life in 
1938 at York, Pa., Mr. Altland was pro- 
moted by the company to staff superin- 
tendent in 1941. Serving with the 
Armed Forces until 1946, he then re- 
sumed his career with the company and 
in 1948 became a home office supervisor. 
He held this position until his recent 
promotion to manager of the Silver 
Spring office. 

Baltimore Life, first organized in 1882, 
now serves 600,000 holders of policies 
and has more than $200,000,000 insur- 


ance in force. 





MIDLAND MUTUAL REGIONALS 
Midland Mutual Life has arranged a 
series of regional meetings. They will 
—s as follows: ‘Youngstown, April 28; 
Toledo, May 12 ; Columbus, May 26. 





A. A. TOUSAW 


Actuaries and was appointed an as- 
sistant actuary in 1934, and an execu- 
tive assistant in 1944, 


ALC REGION IN DES MOINES 





Attended by Commissioners of Iowa, 
Nebraska, Missouri and Oregon; 
Addressed by Iowa Governor 
Representatives of 66 life insurance 
companies attended the regional meet- 
ing of ALC in Des Moines last week. 
Legislative and other problems were 
topics of informal discussion. Another 
regional on same pattern is being held 
this week in Chattanooga and next week 

will be one in Houston, Tex. 

At the Des Moines meeting Governor 
William S. Beardsley spoke at the 
luncheon April 12. Other special guests 
were Insurance Commissioners Sterling 


Alexander, Iowa; Bernard R. Stone, 
Nebraska; C, Lawrence Leggett, Mis- 
souri; Robert B. Taylor, Oregon. Pres- 


ent also were Deputy Commissioner 
Woodrw E. Sherin and Counsel Sam 
Orebaugh of Iowa Department. Iowa 
companies entertained at a dinner in Ho- 
tel Fort Des Moines. Members of the 
local arrangements committee for the 
regional were President E. M. Mc- 
Conney and Agency Secretary John 
Grimes, Bankers Life Co.; and Agency 
Secretary A. Scott Anderson, Equitable 
of Iowa. In addition to President S. AR 
Hay of ALC, executives and lawyers of 
that organization in attendance were 
Robert L. Hogg, executive vice presi- 


dent; Ralph H. Kastner, associate gen- 
eral counsel; A. N. Guertin, actuary; 
Wik Shield, counsel, and I. V. Brun- 


strom and C, Clark Bry an, attorneys, 
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Baltimore Life Makes 
Large Gains in 1949 


REPORT OF PRESIDENT BURNS 





Ordinary Paid-for Business Increased 
by 7%; Insurance in Force Now 
Over $200,000,000 Mark 





Ordinary paid-for business of Balti. 
more Life during 1949 totaled $15,723,000, 
which was an increase of 7% over the 
1948 figure, according to an announce. 
ment by Albert Burns, president. Dur- 
ing the year the company added $10- 
193,080 to insurance in force, bringing 
the total insurance in force at the end 
of the year to $200,794,290. 

Assets amounted to $36,907,121, a gain 
over the previous year of $2,674,769. The 
company had a gross income for the 
year of $8,225,790. Premium deposits of 
the policyholders amounted to $6,599. 
229; while $1,255,495 represented income 
from invested assets. The company 
earned 3.12% on its investments during 
the year. The amount paid to policy- 
holders and beneficiaries was $2,571,356 
of which $1,457,876 was paid to living 
policyholders and $1,113,479 paid to 
beneficiaries. Since the organization of 
the company the total amount paid to 
policyholders and beneficiaries is $55,- 
793,613. 

In presenting the annual report to 
policyholders, President Burns said that 
we must be prepared to recognize and 
to meet the changes that occur in one’s 
economic position and one’s personal re- 
sponsibilities. “To meet these changed 
conditions,” he said, “we have endeav- 
ored to keep our policy contracts 
abreast of the times and provide policies 
which will meet the needs of everyone. 
We are particularly proud to have taken 
the lead in bringing out the Family Se- 
curity Rider, which provides unusually 
favorable income coverage — for _ the 
younger married man with children.” 


LINCOLN NATIONAL CHANGES 


R. H. Berghoff Regional Group Man- 
ager in Milwaukee; F. N. Berghoff 
Goes to St. Louis 

The appointment of Richard H. Berg- 
hoff as regional Group manager in Mil- 
waukee for Lincoln National Life, and 
the transfer of Regional Group manager 
Fritz N. Berghoff from Milwaukee to 
St. Louis, has been announced by 
Thomas A. Watson, sales manager of the 
company’s Group department. The loca- 
tions of the company’s regional Group 
offices in these two cities remain un- 
changed. 

Richard Berghoff has been with the 
Lincoln National since 1942 except for 
three years with the infantry during 
World War II. Upon returning from 
military service five years ago, he en- 
tered the Lincoln National’s Group 
department and for more than two 
years has served as home office serv- 
ice representative. In that capacity he 
serviced existing Group cases, providing 
administrative assistance, and_ helping 
in the revision of employer - employe 
programs to keep them in line with 
current trends, He also has been ac- 
tive in assisting the field force in secur- 
ing new Group cases. 

Fritz Berghoff moves from Milwaukee 
to St. Louis after establishing an out- 
standing record as regional Group man- 
ager in that territory. 


ASSISTANT MEDICAL DIRECTOR 

Dr. William Gordon MacDonald has 
been appointed assistant medical direc- 
tor of the Savings Banks Life Insurance 
Fund of New York, it was announced 
by Charles B. Plantz, president. 

Dr, MacDonald, a graduate of the Uni- 
versity of Vermont (1933) and the Uni- 
versity of Vermont Medical College 
(1940), has been chief resident ore 
of the Lenox Hill Hospital since 1 
and also served for three years duties 
World War II as flight surgeon and 
aviation medical examiner in the Army. 
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Chicago Pension Talks 
Have a Wide Variety 


AUDIENCE FROM MANY FIELDS 


Unions, Banks, Law, Accounting, Credit 
and Insurance Represented; Pro- 
gram Sponsored by NALU 





The tremendous interest in the sub- 
ject was demonstrated at the “Pension 
Conference” sponsored in Chicago April 
2 by NALU. Advance requests for 
tickets came from labor leaders, bankers, 
attorneys, accountants, credit men, in 
addition to insurance people. Apparently, 
there were more present from outside 
insurance business than from within. 
Hundreds attended; some coming from 
as far. as St. Louis, Toledo, Cleveland 
and Iowa. 

The conference was sponsored by Na- 
tional Association of Life Underwriters. 
Henry S. Stout, general agent, John 
Hancock, Dayton, O., is chairman of 
NALU committee on industry develop- 
ment and information; C. Rigdon Robb, 
CLU, of the Chicago pension conference 
committee, is an agent of Northwestern 
Mutual Life. Harry R. Schultz, CLU, 
Mutual Life:in Chicago, is president of 
Chicago Association of Life Underwrit- 
ers. 

Speakers at morning and luncheon 
session were D. N. Warters, vice presi- 
dent, Bankers Life Co.; J. F. Beatty, 
Minneapolis, vice president, Pillsbury 
Mills, Inc.; Dr. Ernest H. Hahne, presi- 
dent of Miami University. 

Speakers at afternoon session were 
Stefan Hansen, Group actuary, Great- 
West Life; Dwight J. Thomson, vice 
president, Champion Paper and Fibre 
Co. Presiding at afternoon session was 
President Judd C. Benson of NALU. 
Secretary of Chicago Association of Life 
Underwriters is Joy M. Luidens. 





_Hlinois Bankers Changes 

‘. H. Henning, president, Illinois Bank- 
ers Le Assurance, Monmouth, IIL, an- 
nounces three changes among company 
officials elected by the board of direc- 
tors. Orville F. Davis was elected vice 
president and director of agencies, 
Loren E. Murphy -was named vice 
president .and general attorney, and 
Nellis P. Parkinson became secretary 
of the company. 

Mr. Davis, who has been with the 
company since 1935, was elected secre- 
tary in 1942 and was appointed director 
of agencies last January. 

Mr. Murphy, former Chief Justice of 
the Illinois Supreme Court, joined the 
company in 1948 as general attorney. 

Mr. Parkinson became vice president 
of the company last year following his 
term as director of the Illinois Depart- 
ment of Insurance. 





ARRANGES $300,000 LOAN 

The Wisconsin Fuel and Light Co. has 
arranged with institutional investors for 
a $300,000 loan on 4% first mortgage 
bonds Series B, due in 1970. 

The Mutual Life of New York pur- 
chased $200,000 of the notes and the 
Modern Woodmen of America purchased 
the remainder. Proceeds of the loan will 
be applied to the retirement of presently 
outstanding 6% bonds. 





_ BUFFALO CASHIERS MEET 

The Buffalo Life Agency Cashier’s 
Association held a dinner meeting re- 
recently at which time the speakers were 
David J. Saklad, regional insurance offi- 
cer of the United States Veterans Ad- 
ministration, and Thomas V. Cullinan, 
director of public relations of the Erie 
County Savings Bank. 
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Atlantic Life Gen’l Agent 


Robert L. 
Va., has been appointed general agent 
Atlantic Life. 


for the 





ROBERT L. BURKE 
Burke, of Parkersburg, W. 


A past president 


of his local Association of Life Under- 


writers, 


Mr. Burke has been associated 


UNION MUTUAL INCREASES 

Paid business of the Union Mutual 
Life, Portland, Me., for the first quar- 
ter of this year showed an increase of 
3.3% over that of the corresponding 
period a year ago, The gain in paid 
business for March stood at 9.5% over 
that of March, 1949. 

In the noncancellable sickness and ac- 
cident department, new paid business 
during March totaled 4.3% more than 
that of March, 1949; that for the year, 
10.5% greater than "that of the corre- 
sponding period a year ago. 





HAS 30TH ANNIVERSARY 


His 30th anniversary as a representa- 
tive of The Prudential was observed 
recently by Gordon S. Chauvin, manager 
of the company’s Detroit district office 
No, 4. Mr. Chauvin began his insurance 
career in 1920 as a clerk in one of the 
Detroit offices. He became a district 
cashier a year later, and in 1929 was 
appointed an agent with a Detroit debit. 
After a few months in this capacity, he 
was named to a staff managership. He 
assumed his present post in 1945. 





with sales work for the larger part of 
his business career, and he has been 
directly connected with the life insur- 
ance business since 1943. 

He has served as an agency cashier, a 
personal producer, and a supervisor. He 
is a veteran of World War II and a 
member of the American Legion. 











The Score at the Half 


At the end of the first half of the century the Washington 
National had piled up a big “score,” and we’re really “begin- 
ning to roll.” From a modest start, toward the end of 1911, 
we have come a long way, and we’re still picking up momentum. 


The score as we go into the second half of the century 
looks good. Here it is (in round numbers)— 


Life insurance in force, $600,000,000. 


Assets, $123,000,000. 


Premium income, $38,500,000. 
Policies in force, over 2 million. 
Claims paid daily, over 2,000. 


Operating in 46 states and District of Columbia, with over 
4,000 local representatives. 


Lines: Life, Accident, Health, Hospital, Group, Franchise. 


This old line legal reserve company is in the top 25 per cent 
of life companies, by insurance in force; fifth among stock 
accident and health companies, in premium income. 


a) 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EVANSTON, 


H. R. KENDALL, Chairman 
J. F. RAMEY, Exec. Vice Pres. and Secy. 


ILLINOIS 
G. R. KENDALL, President 











RCSA 
ROY CLARK SERVICE AGENCY 
Personalized Credit Reports 
Long Island—Metropolitan N. Y. 


390 Hillside Ave., New Hyde Park, L. 1. 
Fieldstone 7-0047 

















Donnally Pan-American 
Group, Pension Manager 


The appointment is announced of J. 
B. Donnally as manager of the Group 
the Pan- 
LS . American Life In- 
surance Co. of 
New Orleans. 

Mr. Donnally is 
a native of Texas. 
He attended Texas 
Christian Univer- 
sity and University 
of Texas after 
which he was grad- 
uated from the 
University of 
Michigan in 1937, 
receiving at that 
university the de- 
grees of B.A. and 
M.A. in = actuarial 
mathematics. 

» He was raised in 
an insurance at- 
mosphere as_ his 


and Pension department of 





father, Burt Don- 
J.B. Donnally nally, was a_ well 
known agency ex- 


ecutive of a leading Texas company prior 
to his death in 1941. 

After graduating from the University 
of Michigan Mr. Donnally spent a num- 
ber of years in home office underwrit- 
ing. Later, he assisted in organizing 
and building a Group department for a 
large Mid-western company. During the 
past five years he has devoted his time 
to establishing a regional Group and 
Pension territory out of St. Louis for 
his former company. He is married and 
has two children. 


Illinois Round Table 

Harry Kliff, Phoenix Mutual, Chi- 
cago and Cecil R. Williams, New York 
Life, Rockford, will serve as co-chair- 
men of a special membership commit- 
tee of the Illinois Round Table accord- 
ing to an announcement by George C. 
Treadway, New York Life, Peoria, 
chairman of the round table. Mr. Kiiff 
is in charge of Chicago and Chicago- 
suburban area and Mr. Williams will 
be responsible for activity in down- 
state, Illinois. 

The Illinois Round Table, a quarter 
million production affiliate of the IIlin- 
ois State Association of Life Under- 
writers, has set a goal of 500 members 
by June 30. A membership roster will 
be published as of July 1, and will be 
included in the annual year book and 
directory of the State Life Underwriters 
Association. 








J. F. MEEHAN ANNIVERSARY 

James F. Meehan, manager of The 
Prudential’s New York City district of- 
fice No. 7, recently celebrated his 30th 
anniversary aS a company representative. 
All of Mr. Meehan’s 30 years with the 
company have been spent in various New 
York City district offices. He joined 
Prudential in 1920 as an agent and was 
prémoted to a_ staff managership in 
1925. He became a manager 10 years 


later and was transferred to his present 
post in 1945, 









MUTUAL INSURANCE CO. 


Loncaster, Pa 
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Davis Heads National 
(Continued from Page 1) 


in Boston, needing funds to augment his 
education, he set up in partnership with 
another Vermont student there an 
eight-chair shoe-shining stand on Hunt- 
ington Avenue near the Conservatory of 
Music. During his early years in law 
practice he climbed various rungs~ of 
the local ladder with service as alder- 
man for two years, grand juror for four 
years, city attorney for five years and 
state’s attorney for the county for two 
years. Also, he was for seven years a 
school commissioner. 

In October, 1931, when Mr. Davis was 
30, Governor Stanley C. Wilson ap- 
pointed him a judge of the Vermont 





DEANE C. DAVIS 


Superior Court. Although a popular 
and successful jurist he returned to pri- 
vate practice in February, 1936, sole 
reason being that he felt the confining 
character of the judgeship and at his 
age he did not wish to continue in a 
lifetime tenure in the post. He became 
a member of the law firm of Wilson, 
Carver, Davis & Keyser, the Wilson be- 
ing the former Governor who had ap- 
pointed him as judge. 

When he became general counsel of 
National Life in 1940 he succeeded 
George B. Young whose ill health had 
forced his retirement and who died 
shortly thereafter. Mr. Davis is a past 
president of Vermont State Bar Asso- 
ciation and Vermont Chamber of Com- 
merce; a trustee of Vermont state li- 
brary and of the Aldrich public library 
in Barre; and of Norwich University 
and Vermont Junior College. Among 
his directorates are those in Union Mu- 
tual Fire Insurance Co. and Connecti- 
cut and Passumpsic River R.R. He is 
chairman of Vermont State Board of 
Bar Examiners. He married Corinne 
Eastman, a student in Boston Univer- 
sity when he was there. They have two 
children; live in Barre, and his hobby 
is horsemanship. 

Ernest M. Hopkins 

When Ernest M. Hopkins, president- 
emeritus of Dartmouth College was 
elected president of National Life on 
January 28, 1948, it was with the under- 
standing on his part that his assumption 
to the presidency would be compara- 
tively brief as he was then 71. The di- 
rectors, however, felt the company was 
fortunate to get him to serve even for 
a short time as president, believing that 
his nationwide reputation for leadership 
at Dartmouth and in some of the large 
businesses of the country, together with 
his remarkable personality and experi- 
ence in handling men would be highly 
advantageous to the National Life which 
proved to be the case. He was youngest 
man ever elected Dartmouth president: 
served for 29 years in that position and 
became one of the country’s outstand- 
ing educators. He had been successful 
in personnel and industrial organization 


work for several large corporations, in- 
cluding Curtis Publishing Co., Western 
Electric and New England T. and T. 
He was president of Woodrow Wilson 
Foundation in 1923, and other connec- 
tions include those with the Laura 
Spellman Rockefeller Memorial, Rocke- 
feller Foundation, Jayne Foundation, 
Brookings Institution, Industrial Rela- 
tions Counselors, Inc. Among his other 
directorates are those he has on Bos- 
ton & Maine R.R. since 1929; Conti- 
nental Can since 1943; and New Eng- 
land T. & T. He is a director of Rum- 
ford Press. 

Howland Vermont’s Leading Citizen 

Mr. Howland has for years been Ver- 


mont’s leading citizen. After his grad- 
uation from Dartmouth he entered law 
and became a partner of Dillingham, 
Huse & Howland. In 1903 he became 
counsel of National Life of Vermont, 
and 13 years later was elected president 
succeeding Joseph DeBoer. Upon his 
voluntary retirement as president in 
1937 he was elected chairman. Later, 
at his own request he relinquished that 
title but continued as an active and in- 
terested director. During his presi- 
dency the income and assets of the 
company tripled; its insurance in force 
more than doubled. His wife was grand- 
daughter of Julius Y. Dewey, founding 
father of the company. 
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The Power 


Behind the Analagraph 


Yes, we’re proud of the Analagraph with its 1 out 
of 1.9 closing ratio . . . and all of its by-product 


But such results aren’t just chance—behind every 
Analagraph sale is a professional underwriter with 


® 70 classroom hours of basic training 
® 40 seminar hours of single-need sales training 


© 12 weeks of home office guidance on his day-to- 


© 140 classroom hours of Analagraph training 

® 12 additional weekly reviews of his progress 
Plus—at his own determined speed 

© 40-week self-development, home-study course 


® 40-week tax and business insurance home-study 


® 1-week intensive business insurance sales course 


® Periodic property planning and employee bene- 


THE MUTUAL BENEFIT 
EIFE INSURANCE COMPANY 


ORGANIZED IN 1845 go NEWARK, NEW JERSEY 
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Bar Commercial Life Cos. 


In U. S. Occupied Germany 


Following criticism in American daily 
papers and by G.I.’s of type of some 
companies selling life insurance to 
American troops in Germany, the U. S 
Command in Europe has prohibited com- 
mercial life insurance companies from 
selling or soliciting insurance to U. S 
personnel in Occupied Germany. 





Trust Officer Pension Div. 
Of Manufacturers Trust Co. 


ANTHONY J. KEARSHES 


Manufacturers Trust Co. of New York 
announces the appointment of Anthony 
J. Kearshes as trust officer in the 
Pension Division. Mr. Kearshes is well 
known in the insurance field having 
been for about 16 years with Aetna 
Life in pension and actuarial work. A 
native of Hartford, he attended Trinity 
College before associating with Aetna 
Life. Last fall he opened up a pension 
department for the H. Malcolm Teare 
agency of Continental Assurance in 
New York. 





Boston Supervisors Hear Faser 


The Boston Life Supervisors Club 
was addressed last week by Henry M. 
Faser, Jr., general agent, Penn Mutual 
Life, who discussed the recruiting of 
men. He described the type which a 
general agency regards as most likely 
to make good, and those who will ordi- 
narily not make the grade. In the latter 
category are mén whose personal finan- 
cial picture is already furnishing a 
heavy handicap. He called attention to 
the large number of recent recruits in 
Boston who represent splendid material 
for agency building. 

John M. Parker, II., Boston general 
agency of John Hancock, is president 
of Boston Life Supervisors Club. Vice 
president is John C. Hurd, CLU, unit 
manager of the Penn Mutual agency in 
Boston. 





Missouri Pacific Hearing 


Eugene A. Schmidt, third vice presi- 
dent of Metropolitan Life, represented a 
group of insurance companies and other 
mortgage holders of the Missouri Pacific 
railroad, at a hearing before the Senate 
Interstate Commerce Committee on the 
reorganization plan approved by the In- 
terstate Commerce Commission. d 

The institutional investors, including 
Metropolitan Life, Prudential, New York 
Life and five other institutions holding 
First and Refunding Bonds of Missouri 
Pacific, oppose a revision of the re- 
organization plan which would include 
common stockholders. Mr. Schmidt con- 
tended that the Commission was justified 
in declaring the common shares to be 
valueless. 
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Publisher Beck’s Knight Agency Talk 


Insurance Salesmanship Views of Chairman of Crowell-Collier 
Publishing Co.; Calls Agents Fortunate 
in Their Vocation 


Occasionally, Thomas H. Beck, chair- 
man of Crowell-Collier Publishing Co., 
makes a talk before insurance people 
and always it is a big hit. One of 
America’s greatest salesmen he learned 
when very young about human nature 
and what motivates people, and his un- 
assuming, forthright manner when ad- 
dressing people, coupled with a fine 
sense of humor, makes him an ideal 
speaker before insurance organizations, 
a role which he can only occasionally fill 
because of great demands on his time. 


THOMAS H. BECK 


In addition to his eminence in the pub- 
lishing field and his knowledge of world 
affairs which he has first hand because 
of the many trips he has taken abroad 
—sometimes worldwide flights—and_ his 
extensive acquaintance with celebrities 
of all kinds, he is one of the best posted 
men in the country on insurance af- 
fairs as he is both a director and a 
member of the finance committee of the 
Metropolitan Life. That company owns 
the building on Fifth Avenue below 
Fifty-ninth Street which it built for, 
and which is now occupied on a num- 
ber of floors, by Crowell-Collier Pub- 
lishing Co. Crowell-Collier publish Col- 
lier’s, American Magazine and Woman’s 
Home Companion, and a wide variety of 
books, all publications being tops in 
their field. 


Talks to Knight Agency 


On Monday morning of this week 
Mr. Beck made a talk before the C. B. 
Knight Agency, Inc., New York general 
agents, Union Central. He was intro- 
duced by President Paul S. Ranck of 
that agency who with the late Walter 
E. Barton, former head of the agency, 
wrote considerable insurance on Mr. 
3eck. The latter’s first policy was in 
Union Central and Mr. Beck discussed 
that policy at the meeting. A young 
Cincinnati soap salesman at the time 
tor Procter & Gamble, Mr. Beck, who 
early became enthusiastic about insur- 
ance and what it could do, signed an ap- 
plication with a Union Central home 
office agent named Bloodgood, but 
couldn’t get it as he was under weight. 
Agent Bloodgood suggested that he 
could systematically build up his weight 
by exercise which would result in a 
better appetite, an idea which appealed 
to Mr. Beck, who started walking from 
his home to the Procter & Gamble office 
and taking other exercise until he 
gained sufficient weight to get by the 





medical department of the company, 
thus becoming owner of his first policy. 


Fortunate Situation of Agents 


In discussing insurance agents Mr. 
Beck on Monday called them among the 
most fortunate salesmen in the world 
because they are in a social service 
business where a sale does not need to 
terminate after the application has been 
signed. 

“That is just the beginning of your 
sales relationship,” he said. “The agent 
has made a new friend who is under 
obligation to him. He has started what 
is almost an endless chain of acquaint- 
ances who are prospects. He continues 
also following up the insured; has many 
services to offer, and if he does not 
take advantage of this he is not a 
good salesman. In many fields a sale 
means that a transaction is the accom- 
plished fact which terminates the inter- 
est of the seller in the buyer, the for- 
mer then turning to other fields in 
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RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








search of new customers. Of course, in 
insurance the exact opposite is true.” 

Mr. Beck told a number of his ex- 
periences in approach. Stimulating the 
curiosity of the person the salesman 
wants to see is one way of getting into 
an office. The agent knows he has 
something of value to communicate and 
he is really falling down on the job if 
he does not let the fact be known to 
the person he wants to see. 


Don’t Let Prospect Talk Too Much 


Mr. Beck said that a good salesman 
will know-a lot about a prospect before 
he enters his office. It is always a good 
start to influence a man into talking 
about his own business, but too much 
of that sort of thing is a mistake. If 
an agent so interests a prospect that he 
will spend half an hour discussing his 
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‘TO SECURITY 


A Key to Success 


Equitable of lowa 
Field Underwriters 


Equitable Life of Iowa’s field underwriters have 
enthusiastically endérsed the Key to Security, the 
Company’s new and simplified method of life 
insurance programming. With a professional ap- 
proach that is easy to understand, the Key to 
Security clearly defines the prospect’s life in- 
surance program requirements and graphically 
portrays the solution to his estate problems. 


This new method of programming is consistently 
demonstrating its effectiveness as an aid to career 
life underwriting for Equitable of Iowa field men. 
A three months survey indicates: 


@ Highly satisfactory results from the new Key 
to Security direct mail approach. 
@ A better than average ratio of sales per in- 


@ 547 Key to Security sales totaling $7,113,543. 
@ An average size policy of more than $13,000. 


Those are four excellent reasons why Equitable 
of Iowa field underwriters know that the Key to 
Security is their Key to Success. 


EQUITABLE 
of IOWA 


OVER ONE BILLION LIFE INSURANCE IN FORCE 


for 


Des Moines 








personal affairs and those of his corpo- 
ration there is apt to be a boomerang 
as in the retrospect the prospect will 
become irritated because he has spent 
all that time talking about his affairs, 
especially if it is half an hour or more. 
The agent should know when to change 
the subject into the business at hand— 
reasons why the man across the desk 
should buy life insurance. 

Mr. Beck thought he was to talk for 
half an hour only, but the audience was 
reluctant to have him quit and questions 
from the platform and the floor kept 
him going for another half hour or so. 
After the insurance questions Mr. Beck 
was queried about international affairs. 
His personal opinion is that there will 
be a war with Russia. 


Throws Out Baseball 


When Mr. Beck arrived on the plat- 
form he found on a table a mammoth 
baseball bat and a baseball. It was to 
remind everybody of the agency’s sales 
contest ending May 31 in which the 
agents are members of two symbolic 
leagues, “The Union League,” president 
of which is Charles N. Barton, vice 
president of the agency, and “The Cen- 
tral League,” president of which is Paul 
S. Ranck. At conclusion of his talk Mr. 
Beck tossed the baseball to the audience 
a la President Truman’s pitch from 
the grandstand at opening of Washing- 
ton baseball season. 





New England Mutual Plans 


Leaders Ass’n Conference 
More than 250 are expected to attend 
the three-day conference of the Leaders 
Association, New England Mutual’s top 
honorary organization of outstanding 
fieldmen, at the Homestead in Hot 
Springs, Va, May 1, 2 and 3. The 
meeting will be divided into three phases 
of modern life insurance selling—busi- 
ness insurance, estate analysis and pen- 
sion trusts. 

President George Willard Smith will 
open the program and G. Nolan Bearden, 
Los Angeles-Hays and Bradstreet, will 
act as chairman of the first day’s 
activities. 





National Life Appoints 
Grose Phoenix Gen. Agent 


National Life of Vermont has ap- 
pointed Ed. L. Grose, Jr., well-known 
life insurance man of Phoenix to open 
a general agency there for Arizona. 
Graduate of University of Arizona, Mr. 
Grose has operated a general insurance 
business in Phoenix since 1947 but pre- 
viously was general agent with his 
father for another life company. He 
has been in life insurance since 1933. 
He is active in the Arizona Underwrit- 
ers Association and is secretary-treas- 
urer of the Arizona Chapter of 
Chartered Life Underwriters. 





Luncheon to H. C. Copeland 


Harry C. Copeland, Jr., new general 
agent, Massachusetts Mutual Life in 
Syracuse, was given a luncheon in that 
city this week attended by 50 guests. 
Superintendent of agencies Robert J. 
Ardison extended home office greetings. 
Mr. Copeland succeeded Douglass N. 
Ellis, CLU, as general agent on April 15. 
Among those at head table were Warren 
B. Unbehend, president, Syracuse Cham- 
ber of Commerce, and Ralph E. BeVard, 
president, Junior Chamber of Commerce. 
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Equitable Life Of lowa Leaders 
Hold Convention In Los Angeles 


Los Angeles—Leading producers and 
general agents of Equitable Life of 


Iowa and home office executives were 
in attendance at a joint Production and 
Organization 
company in 
Angeles, 


Club convention of the 
the Biltmore Hotel, Los 


this week. Production Club 





F. W. HUBBELL 


sessions began Monday, April 17, and 
continued through Tuesday, April 18. 
Organization Club sessions commenced 
Wednesday and _ continued through 
Thursday, April 20. R. E. Fuller, 
agency vice president, who presided at 
the opening sessions of both clubs and 





Portrait by Townsend 


R, E. FULLER 


at the convention banquet, was in 
charge. 

A review of company progress 
throughout the past 18 months, touch- 
ing on all phases of company opera- 
tions, featured the address of F. W. 
Hubbell, president of Equitable Life 
of Iowa, at the opening session of the 
joint convention on Monday. 

The attainments of leading producers 
were accorded special recognition as a 
feature of the Monday business session 
as well as of the banquet which took 
place Monday night. P. C. Irwin, ac- 
tuarial vice president, distributed addi- 
tional renewal awards to field repre- 
sentatives in recognition of their attain- 
ment of high conservation ratios during 


the calendar year 1949 on _ business 
originated in 1948. He also presented 
conservation awards to the four general 
agents whose 1949 renewals of 1948 
new business were outstanding. 
Fieldmen Honored 

Mr. Fuller introduced and presented 
honor scrolls to the agents and general 
agents whose 1949 records have earned 
them officerships in the clubs as fol- 


lows: President’s Club, C. P. Spahn, 
Chicago, Griffin, Ingram & Pfaff agen- 
cy, president; R. H. Sheldon, Los 


Angeles agency, vice president and F. 
G. Sherer, Indianapolis agency, secre- 
tary. Agency Club, W. A. Esry, Kansas 
City agency, president; A. H. Allison, 
CLU, Philadelphia agency, vice presi- 
dent, and F. S. Jordan, Portsmouth 
agency, secretary. Organization Club, 
O. G. Welsh, general agent, Cleveland, 
president and F. L. McCormick, CLU, 
general agent, Des Moines, vice presi- 
dent. 

Two veteran company representatives 
were signally recognized at the banquet 
Wednesday night. Verne C. Gilbert, 
Portland, Ore., agency associate since 
1917 was introduced as the 1950 mem- 
ber of the “Hall of Honor,” the highest 
recognition attainable by an Equitable 


(Continued on Page 17) 





Photograph 
b 


ry 
A, Aubrey 
Bodine 





INSURANCE CO. 








Taking it Easy 


This fly fisherman, whipping the shadows for lurking 
trout, typifies the many Waltonians who spend their 
leisure fishing in Maryland’s beautiful waters. 

Baltimore Life Insurance Company has _ helped 
thousands “‘take it easy”— secure about the future. BLI 
now serves 550,000 owners of policies with programs 
that provide for both individual and family security. 
More than $200,000,000 insurance now in force. 


tre Baltimore Life 


BALTIMORE, MARYLAND 


Gladys Gilbert Studio 
VERNE C. GILBERT 


Verne C. Gilbert, Portland, Ore., rep- 
resentative of Equitable Life of Iowa, 
is the 1950 member of the “Hall of 
Honor,” the highest Equitable of Iowa 
honor attainable by a field representa- 
tive of the company, reflecting pre-emi- 
nence in production, conservation, aver- 














age size policy and other major factors 
of saceneane field work. 

Mr. Gilbert has been a field associate 
of the Equitable of Iowa since i917 
when he became a member of the Port- 
land agency. He has consistently 
earned Production Club membership 
during his thirty-three years of com- 
pany service. Throughout his business 
life-time he also has been one of his 
city’s active civic workers, having 
served the Boy Scout organization, the 
Masons, the American Legion and the 
Methodist church in official capacities, 

In recent years he has become active 
in the affairs of the National Associa- 
tion of Life Underwriters and now is 
completing a term as a NALU trustee, 





Gets General Agents’ Award 





McCORMICK 


FRANK L. 


Frank L. McCormick, CLU, Des 
Moines, general agent of Equitable Life 
of Towa, is the 1950 “Master Agency 
Builder,” highest Equitable of lIlowa 
honor attainable by a general agent re- 
flecting pre-eminence in organization, 
production, conservation, average size 
policy and other major factors of agen- 
cy building. 

Mr. McCormick has been associated 
with the company since 1927 when he 
was appointed a field representative of 
the Des Moines agency in Oskaloosa, 
Iowa. In 1939 he was made a home 
office field supervisor and in 1942 he 
was appointed general agent of the Des 
Moines agency earning consecutive Or- 
ganization Club memberships. He was 
vice president of the Organization Club 
in 1944. In 1948 he was given the CLU 
designation. 





Has 1,500 Weeks’ Production 


G. M. Gillette, veteran member of the 
Williamsport, Penna., agency of Equita- 
ble Life of Iowa, was presented to the 
members of the company’s Production 
Club in convention in Los Angeles, as 
the club member who, in 1950, is cele- 
brating the completion of 1,500 weeks 
membership in the Equitable of wa 
One-A-Week Club. Special One-A 
Week Club recognition is entected 
upon members as they attain each 100th 
week anniversary, and Mr. Gillette’s 
1,500th anniversary is the highest to 
be attained by a Production Club mem- 
ber this year. A representative of t the 
company since 1919 and a consisient 
producer of substantial annual volumes 
of quality business, Mr. Gillette /as 
qualified for Production Club member- 
ship on 28 annual occasions. 

The three following members of the 
1950 Production Club were honored {or 
having, during 1949, attained One-A- 
Week Club records in excess of 1,')00 
wéeks: P. B. Caster, Cleveland, 1,.i00 
weeks; A. M. Boex, Cincinnati, 1,'00 
weeks, and E. C. Elling, Mason City, 
1,100 weeks. 
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9 Prudential Men Win 
$3,500 for New Ideas 


LARGEST GIVEN BY COMPANY 





Six Suggestions Save Time and Money 
in Ordinary Change and Rein- 
statement Division 


» Prudential has paid an award of 
63500 to two home office employes for 
making six related suggestions involving 
time and money savings. They are T. 
Kenneth Hoffman and F. Wilbur 
Goedde, both of whom work in the 
Ordinary change and reinstatement divi- 
sion and live in Irvington, N. J. It is 
Prudential’s largest award under its 
system of awards for new suggestions 
by employes. Former top award was 
$2,500). 

Hoffman, a junior medical change un- 
derwriter has been with the company 
25 years and Goedde, a change under- 
writing approver, 16 years. Prudential 
gives following resume of the change. 

“Their suggestions may be described 
as the application of assembly line tech- 
niques for handling of various phases 
of clerical work. This has resulted in the 
elimination of many records and the 
reorganization of departmental proce- 
dures. Prudential policyholders will 
benefit from the savings and improved 
service that will result from the adop- 
tion of these suggestions. Many changes 
in existing operations were necessary 
to put these suggestions into effect. As 
a result, extensive testing had to be 
undertaken to determine whether the 
ideas were practical.” 





Equitable of lowa 
(Continued from Page 16) 


of Iowa field representative. Frank L. 
McCormick, CLU, general agent, Des 
Moines agency, was presented as the 
winner of the 1950 ‘Master Agency 
Builder” award, the highest recognition 
attainable by an Equitable of Iowa 
general agent. Additionally, individual 
recognition was accorded to a large 


group of veteran members of the 
Equiowa One-A-Week Club, each of 


whom had attained noteworthy anni- 
versaries in their club careers since the 
1949 convention. 

The women agents who had earned 
club membership also were individually 
recognized, 

The Production Club meetings of 
Monday and ‘Tuesday featured ad- 
dresses by the following field asso- 
ciates: J. M. Utter, Seattle agency; C. 
P. Spahn, Chicago, Griffin, Ingram & 
Pfaff agency; C. N. Denny, Kokomo 
agency and V. C. Gilbert, Portland 
agency. Company officers ‘addressing 
the Production Club, in addition to 
President Hubbell and Mr. Fuller, were 
P. C. Irwin, actuarial vice president, 
En. Be Smith, assistant agency vice 
president and R. R. Simmons, M.D., 
medical director. 

The Organization Club meetings on 
Wednesday and Thursday featured ad- 
dresses by the following general 
agents: “R. LL. Hoghe, CEU; Los 
Angeles; Newell C. Day, Davenport; 
C. H. Everett, CLU, St. Louis and H. 
5. Brownlee, CLU, Pittsburgh. Com- 
pany officers who appeared on the Or- 
ganization Club program, in addition 
to those who addressed the Production 
Club meetings, were W. D. MacKinnon, 
actuary; E. E. Cooper, assistant agency 
vice president and G, L. Hamlin, CLU, 
assistant superintendent of agencies 





WILLIAM H. BRAZIER DEAD 


William H. Brazier, a retired agent of 
the John Hancock died recently, He 
started with the company in 1905, as an 
gent with the Philadelphia No. 3 dis- 
trict office. In 1916, he was made as- 
sistant. supervisor at Germantown, Pa. 
He 1 ie ia his Upper Darby district 
in ulv 





President State Mutual 
General Agents Assn. 





BENJAMIN W. AYRES 


The General Agents Association of 
State Mutual Life of Worcester, Mass. 
announces the election of Benjamin W. 
Ayres, of Worcester as president. G. 
Harold Moore of Pittsburgh has been 
named vice president and John B. Noth- 
helfer, Chicago, secretary and treasurer. 
The executive committee consists of 
the above and Harry I. Warren, Balti- 
more; Lee B. Scheuer, Cincinnati; Ross 
M. Halgren, Indianapolis and Jett Gros, 
Memphis, who retires as president. 

The election took place at a meeting 
of the State Mutual General Agents 
Association held in connection with the 
recent company’s Field Conference at 
The Greenbrier, White Suphur Springs, 

Va. 





HEAR VINCENT B. COFFIN 
Vincent B. Coffin, vice president, Con- 
necticut Mutual Life, spoke to the 
Akron Ad Club recently. 


McCabe Talk 


(Continued from Page 6) 


with the fact that since the existing 
legislation was written, the economy of 
the United States has passed from a 
debtor to a creditor status. 

“This change in status cannot be neg- 
lected among the vital factors that have 
contributed to the fall in interest rates 
from the much higher levels that pre- 
vailed a generation ago. I think it 
highly doubtful that, even in the fairly 
lone future with which you are neces- 
sarily concerned, we will see a return 
to those portfolio yields so far as they 
may reflect investments in high grade 
bonds and mortgages. It cannot be over- 
looked that our change from a debtor 
to a creditor position implies lower 
interest returns for funds invested at 
wholesale. It does not, however, imply 
correspondingly lower returns for situa- 
tions where the investment of funds is 
married to the management of money. 


Must Seek Wider Opportunities 


“To me, this means that large insti- 
tutional investors can no longer afford 
to regard themselves exclusively as 
wholesalers of money in the bond mar- 
ket or in the mortgage market. To 
obtain satisfactory average yields, insti- 
tutional investors must increasingly seek 
opportunities where successful invest- 
ment involves more than the skilled 
management of a bond or mortgage 
portfolio. Opportunities of this kind 
may be expected to become increasingly 
more numerous in our wealthy creditor 
economy. 

“In seeking prudent and new outlets 
for its funds, the insurance business is 
already experimenting along these lines. 
Your relatively recent projects in build- 
ing, owning, and managing housing de- 
velopments and certain commercial 
structures of stable value are a case in 
point, as is also the devision made by 
some of your Massachusetts companies, 
sponsors of this seminar, to support. the 
Research and Development Corporation.” 

For some time Mr. McCabe has been 
greatly impressed by the steady drain 
upon our timber reserves throughout the 
United States, in Canada, and in Alaska. 





of the 





. for the Provident’s rapid growth (Ordinary Life production in 
January and February was 81% greater than during the first two 
months of 1949) rightfully belongs to what we consider one of the 


finest field forces in the business. 


Many of these Provident Life Producers have told us that the con- 
sistent cooperation they receive from the Home Office—and an un- 
excelled line of coverages— do make it a bit easier for them to reg- 
ister these gains. For example, the Programmed Income Plan, the 
Thrift Plan, Triple D, Double Protection; and Disability Income 
($10 per $1000) are a few of the reasons why they say it’s easier 
for Provident underwriters to sell the prospect what he wants. 


And their EARNINGS are good too... 
sions plus full renewals for’ nine years... 
optional group hospital-surgical and life insurance . . . 


liberal first year commis- 
plus service fees . . . plus 
plus a NON- 


CONTRIBUTORY PENSION PLAN. 






Over $600 MILLION Life Insurance in Force. 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


CHATTANOOGA 








For Honest to Goodness 
Brokerage Service—Phone 
JOE BACHMAN 


Manhattan Life Edwards Agency 
MUrray Hill 2-7330 











The war used tremendous quantities of 
high-grade lumber and our mounting 
construction and industrial requirements 
cut deeper and deeper into the remain- 
ing forests. The growth cycle of trees 
is very long. The indications are that, 
as existing ‘supplies continue to dwindle, 
lumber reserves will become an increas- 
ingly profitable investment over the 
years. 

“Is there an opportunity for insurance 
companies to place their funds at work 
in this area which only a few can afford 
to finance because the commitment must 
cover such a long span of years?” he 
asked. “Frankly, I do not know. I do 
suggest, however, that it represents the 
type of investment that you should ex- 
amine with the greatest care. Insurance 
funds are very long-term. In general, 
they should find their most appropriate 
outlet in supplying the very long-term 
investment needs of our economy. | 
mention this merely as an illustration 
of the possibilities of investment. that 
you might find it advisable or profitable 
to explore. 

“I have referred earlier to the diffi- 
culties in financing of smaller-sized 
businesses and to the serious challenge 
this presents for the future maintenance 
of a dynamic free enterprise system. 
Considerable attention, I am glad to s say, 
is now being paid to this problem by 
various responsible groups both inside 
and outside of Government, including 
your own business. What the best ap- 
proach to an effective solution may be 
is not at this stage cystal clear. Prob- 
ably there will need to be a number of 
approaches tried experimentally before 
we find the full solution. I am person- 
ally more and more inclined to some 
financial mechanism that will provide 
for tapping our great pools of resources 
if one can be worked out within a 
framework of private finance. 

“Such a mechanism was suggested a 
few years ago by the Committee for 
Economic Development in the form of 
a capital bank plan. I know that you 
will agree with me in the assertion that 
no such mechanism will ever achieve 
substantial results unless the operating 
resources available to it are sufficient 
to support the rendering of effective 
merchandising, accounting, and engineer- 
ing services along with needed financing 
services. Granting an effort to supply a 
combination of needed services, I should 
think that a fundamental contribution to 
filling a recognized gap in existing finan- 
cial ‘facilities might well result, espe- 
cially if it can be done as a private 
undertaking or with a minimum of Gov- 
ernment assistance. Here is surely an 
area of opportunity for the insurance 
business to serve not only its own inter- 
est but the public interest as well.”. 


At Harvard School Banquet 


Seated at head table were Massachu- 
setts Insurance Commissioner Charles 
F. J. Harrington; life insurance com- 
pany presidents George A. White, State 
Mutual; Jay R. Benton, Boston Mutual; 
Julian D. Anthony, Columbian National; 
Harrison L. Amber, Berkshire Life; 
Frank L. Harrington, Paul Revere Life; 
John M. Powell, Loyal Protective; Bruce 
E. Shepherd, manager, Life Insurance 
Association of America; Holgar J. John- 
son, president, Institute of Life Insur- 
ance. 

Also, Stanley F. Teele, associate dean, 
and Professor George E, Bates, Harvard 
Business School; Albert M. Creighton, 
Federal Reserve Bank of Boston: Dr. 
Winfield W. Riefler, Federal Reserve 
Board; Adolf A. Berle, Jr., Columbia 
Law School; John H. Miller, vice presi- 
dent, Monarch L ife; and Homer Chapin, 
Massachusetts Mutual; John B. Hynes, 
office of Boston’s mayor. 



























uel 
5 < eee ey 
re 


THE EASTERN 
UNDERWRITER 










—7 


= 
Human Interevt 
BaR SSR 









é 





April 21, 











THE EASTERN UNDER WAITER 





Owned and published every Friday by The Eastern Underwriter Co., a New York 
Office and place of business, 41 Maiden Lane, New York 7, N. T. 
Whitehall 3-1446 


Corporation. 





CLARENCE AXMAN, President-Treasurer 





Guapys P. READ, Secretary 








CLARENCE AXMAN, Editor 
Epwin N. Eacer, Associate Editor 
JENNIE SuE DANIEL, Associate Editor 
A. V. Mitter, Editorial Secretary 


Editorial Division 


JEROME PHILP, Managing Editor 


W. L. Crapp, Associate Editor 
OLIVER J. JoNEs, Associate Editor 





W. L. Haptey, General Manager 


Business Division 








$6 a year. Foreign countries $6.50 a year. 


Subscription price in the United States and possessions, $5 a year. 
Single copies 25c. 





Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, payable in United States Funds. 


Entered as second-class matter April 5, 1907, at the post office of New York City under act of 


Congress, March 3, 1879. 





HARVARD SEMINAR A SUCCESS 
The seminar on “Impact of Insurance 
and Retirement Programs on the Next 
Decade,” held in Boston last week, was 
an outstanding success. It was sponsored 
by the twelve insurance companies 
in Massachusetts in cooperation with 
the Harvard University Graduate School 
of Business .Administration. Sessions 
were held in the halls of the John Han- 
cock and of the New England Mutual 
on succeeding days. 

The occasion was regarded as im- 
portant enough for Thomas B. McCabe, 
chairman of the board of governors of 
the Federal Reserve System, to make a 
special trip to Boston to present his 
views at the dinner of the seminar held 
in the Copley Plaza Hotel, which was 
attended by 400 leaders in finance, bank- 
ing and other fields. Co-chairmen of 
the banquet were Paul F.. Clark, presi- 
dent of John Hancock, and George 
Willard Smith, president of the New 
England Mutual. George Avery White, 
president of State Mutual, was one of 
the moderators at the seminar and 
George E. Bates, professor of business 
administration, Harvard School of Busi- 
ness, was another. After discussing the 
current trends of insurance retirement 
programs a forum was held on whether 
the present investment reserve system 
meets the test. Chairman McCabe 
thinks it does. His optimistic views of 
future of life insurance are printed 
elsewhere in this paper. 


PROCEDURE FOR BUYING IN- 
SURANCE FOR A CORPORATION 


Buying and administering of insur- 
ance for corporations is not a one man 
job. The situation was well described 
by Russell B. Gallagher in the study 
he made for American Management 
Association. For many years he was a 
field adjuster or special agent for in- 
surance companies, having his head-~ 
quarters in Philadelphia, and he then 
became manager of the Philco Corpo- 
ration’s insurance department. 

In Mr. Gallagher’s opinion a corpo- 
ration’s policy on insurance matters 
should be initiated through studies con- 
ducted by its insurance department or 
its administrator and results of studies 
should then be passed on for other con- 








sideration of responsible officers of the 
corporation. 

“A complete policy will not be de- 
termined in a single conference,” he 
told American Management Associa- 
tion, “but develops much as a wall is 
built. Once determined it should be 
reduced to memoranda and the state- 
ments should be definite.” 

In discussing the insurance depart- 
ment of a corporation Mr. Gallagher 
gives the following as some of its func- 
tions and jurisdictions: 

Determining exposures to be insured, 
in accordance with the policy decided 
by management; planning of coverage 
forms; discussing coverage with brok- 
ers and relaying information to supe- 
rior officer; keeping real estate and 
other fixed asset records; policy audit- 
ing and recording; making reports of 
values to insurance companies; report- 
ing losses, conducting investigations, 
and arranging loss adjustments; ana- 
lyzing premiums, losses and recoveries; 
analyzing financial reports of insurance 
companies. 

Also, conferring with other depart- 
ments on matters of common concern; 
discussing policy matters with superior 
officer; maintaining liaison between in- 
surance companies and management on 
matters of safety and security; provid- 
ing for plant inspection; assisting brok- 
ers and companies in matters before 
rating boards; apportioning insurance 
cost on an intra-company basis; ar- 
ranging continuity of coverage through 
expiration records. 

There are some exceptions, typical 
examples of such being these: 

Profit-sharing plans and funded (not 
insured) pension plans, being complex 
accounting operations, should be 
handled by departments specifically 
staffed for such work. 


Three departments are usually in- 
volved in the administration of all other 
forms of Group insurance. Technical 
details lie with the insurance adminis- 
trator who will handle all negotiations 
regarding purchase, contract provisions, 
recapture of excess retention and claim 
disputes between the insurer and the in- 
sured employe. Personnel department 
will admit the employe to the plan and 
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Fifty-fifth Street. 


The above picture was taken at the ceremonies in connection with setting the 
dedication stone of the new 25-story building of the Mutual Life at Broadway and 
The five men standing behind the cornerstone cap are Louis W. 


Dawson, president; J. McCall Hughes, comptroller; Roger Hull, executive vice 
president; Robert E. Dineen, New York Insurance Superintendent, and John W. 
Davis, senior trustee of the company. The ceremonies took place on Wednesday 


afternoon of last week. 





Fabian Bachrach 


BASIL O’CONNOR 


Basil O’Connor, former chairman and 
president of American Red Cross, has 
resumed the practice of law in New 
York City as a member of the law 
firm of O’Connor & Farber who among 
insurance clients represent Pearl Assur- 
ance and American Reserve as general 
counsel and Manhattan Life as special 
counsel. In addition to Mr. O’Connor 
and John C. Farber, in the law firm 
are William Frank Snyder, Kenneth 
L. Hoffman and Earl R. Koons. Mr. 
O’Connor is president of the National 
Foundation for Infantile Paralysis and 
of the Georgia Warm Springs Founda- 
tion and is also chairman of Tuskegee 
Institute’s board. O’Connor & Farber 
were legal counsel for many activities 
of Franklin D. Roosevelt, and at one 
time Roosevelt and O’Connor were law 
partners. 





Allerton C. Hickmott, vice president, 
Connecticut General, was elected to the 
board of directors of the Phoenix State 
Bank and Trust Co., Hartford. Mr. 
Hickmott is president and director of the 
New London Northern Railroad Co.; 
vice president and trustee of the State 
Savings Bank; a director of Aetna In- 
surance Co. and its Affiliates; and a di- 
rector of the Guardian Investment Trust, 

x oe x 


Kenneth E, Black, vice president and 
secretary, and Arthur F. Herman, vice 
president and secretary of the Home In- 
demnity were elected directors of the 
company. Henry B. Reinhardt was pro- 
moted from assistant treasurer to treas- 


Ter. 
* * * 


Wallis Boileau, Jr., second vice presi- 
dent of Penn -:Mutual Life, is visiting 
the company’s West Coast agencies and 
was speaker at sales congresses at Spo- 
kane, Tacoma and Portland. 

ee oe 


Byron K. Elliott, executive vice presi- 
dent, John Hancock, has been elected 
a trustee of the Massachusetts Founda- 
tion, a trust for general education relat- 
ing to the administration and revenues 
of Massachusetts and its cities and 
towns, 

x * x 

Albert E. Jensen, Penn Mutual Life's 

general agent at Burlington, Vt., is now 


.an Alderman. He was one of the six 


winners in his city’s recent election. 
His name was not printed on the bal- 
lot and, although not a formal candidate, 
482 Ward One voters wrote in his name 
and he won over a long-time Aldermal 
by a vote of 482 to 403. 

es ae 


Arthur L. Drown, 72, retired insu! 
ance broker of Erie, Pa., died April > 
He had been engaged in the insurance 
business for 40 years. 

x «Ss 


“The McMahon Insurance Agency has 
been established at Buffalo, N. Y., bY 
George G. McMahon. 
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Butler Back In Law Field 

Charles P. Butler, who recently re- 
signed as executive vice president of Na- 
tional Association of Insurance Agents, 
is now back in the legal field. His first 
appearance in his new role was in Bos- 
ton at the recent hearing in Massachu- 
setts Insurance Department on the in- 
stallment contract policy. Mr. Butler 
practiced law in Syracuse before becom- 
ing Deputy Superintendent of Insur- 


ance. After leaving the Department he 
was with the Insurance Co. of North 
America for some years. 


* * * 


North River Insurance Co. 

I received a copy of the North River 
Insurance Co.’s annual financial state- 
ment the other day and as I read the 
figures and other data it got me think- 
ing about a lot of things. This unusually 
well managed company, which has no 
direct or indirect ownership in any fire 


) or casualty insurance company, was or- 
» ganized in 1822 and wound up the year 


1949 with more than $44 million of assets 
including a surplus to policyholders in 
excess of $21 million. 

But in the way of human interest the 


| most important thing about the exhibit 


is that a domestic company of this age 


» was able to ride the turbulent seas of 
| fre insurance and survive because so 


many companies which started in 
Greater New York since the North 
River opened a small office with a 


couple of employes, and not much capi- 
tal to speak of, are now at the bottom 


|» of the sea, not even memories to any 


one of the present generation except 
historians. Some of them failed; many 
Were reinsured. 

_ When the North River was organized 
It took its name from the local desig- 
nation of the Hudson River after that 


| stream passes the Harlem River, which 


cuts off the northern end of Manhattan 
Island and was (and is) so known as it 
flows down into the ocean at the Bat- 
tery. The river flowing on the other 
side of Manhattan is the East River 
which broadens into Long Island Sound. 
At the beginning of its career the 
River’s risks were largely re- 


the Greenwich, named after a section 


6 ot New York which is now known as 
| Greenwich Village. 
which had become successful locally had 
| Started to branch out through the na- 
© ton they chose names as a general rule 
} Which would appeal to insurers living in 
| “ny part of the country. 


As new companies 


Way back in 1819 when the Aetna 


FH Insurance Co, of Hartford was formed 
it was named after Mt. Aetna, a vol- 
» “nic mountain in Sicily, and that turned 
pt to be a very popular cognomen as it 
© 'sualized fire. 


Phoenix was another 


























name which brought instant association 


with fire insurance. In Britain the 
Phoenix of London had been formed in 
1782. In this country the Phoenix of 
Hartford was formed in 1854. In 1710 
the Sun Insurance Office was formed 
in London, and it is the oldest fire 
insurance company. 

The year 1853 was one of great his- 
torical importance in American fire in- 
surance as two of the outstanding com- 
panies came into being at that time. 
They took the names of Continental 
and Home. Another popular American 
name for insurance companies has been 
the National. The National Fire of 
Hartford was incorporated in 1869; the 
National Union of Pittsburgh was in- 
corporated in 1901. One of the best of 
the names taken by a company is Insur- 
ance Co. of North America, which start- 
ed business in 1792. Several companies 
have the words “United States” in their 
designation. They are the United States 
Fire Insurance Co., which commenced 
business in 1824; the United States Cas- 
ualty, starting in 1895; United States 
Fidelity & Guaranty which commenced 
in 1896; and the United States Guarantee 
which commenced in 1890. 

Incidentally, there will never be an- 
other company carrying the name of 
“United States” as the Government will 
no longer permit a new company to take 
such a title. Reason for this is because 
of the disastrous failure of the Bank of 
the United States, a New York City 
bank, after the Wall Street crash. 

It would be interesting to know what 
the investment portfolio of the North 
River and the U. S. Fire and other 
New York companies in existence at the 
time, were during the first few decades 
after their formation,. but that data is 
buried in the archives of these institu- 
tions. Chances are that they consisted 
largely of local investments, including 
municipals, with government bond in- 
vestments being but a minor holding. 
In view of the present strong portfolio 
of the North River insurance agents, 
many of whom are themselves private 
investors, might like to know what the 
North River owns in the way of securi- 
ties. The largest item with that com- 
pany, as some other companies, is that 
of U. S. Government bonds of which 
the North River has nearly $21 million. 
Its other bonds and stocks total $14 and 
a half million. In the Government and 
political investment subdivisions the 
North River has about $450,000 of 
Dominion of Canada bonds, including 
Second, Third, Fourth, Fifth, Sixth, 
Eighth and Ninth Victory loans. 

Its public utility holdings include 
American Gas Electric, American 
T. & T., Cleveland Electric, Consoli- 
dated Edison of New York, Consoli- 
dated Natural Gas, Detroit El Detroit 
Edison, Electric Bond & Share, Federal 
Light & Traction, Indianapolis Power & 
Light, Kansas Power & Light, Lone 
Star Gas, Middle South Utilities, North 
American Co., Peoples Gas, Light & 
Coke, Philadelphia Electric, Potomac 
Electric Power, Public Service Electric 
& Gas, United Gas. Largest individual 


holding of public utility stocks is United 


Gas Corporation with 6,500 shares, 

f bank and trust company shares, it 
has holdings in Bank of California NA., 
Bank of Montreal, Brooklyn Trust, 
Canadian Bank of Commerce (5,000 
shares); Chase National Bank of the 
City of New York (2,000 shares) ; Fidel- 
ity Union Trust, First National Bank 
of this city; Fort Lee Trust of New 
Jersey; Guaranty Trust of New York, 
Imperial Bank of Canada (600 shares) ; 
Irving- Trust Co. (2,500 shares); J. P. 
Morgan & Co. (500 shares); Peoples 
Trust of Bergen County, N. J.; Ridge- 
field Park Trust Co. of New Jersey; and 
Royal Bank of Canada (5,000 shares). 

Industrial holdings include these: Air 
Reduction Co., Allied Chemical & Dye 
Corp., Aluminum, Ltd.; American Agri- 
cultural Chemical, American Brake Shoe 
Co., American Crystal Sugar Co.; Amer- 
ican Metal, American Smelting & Refin- 
ing, American Steel Foundries, American 
Tobacco, Anaconda Copper, Armstrong 
Cork, Bethlehem Steel, California Pack- 
ing Corp., Central Aguirre Sugar, Cerro 
de pasco Copper, Chrysler Corp., Conti- 
nental Banking, Continental Can, Conti- 
nental Oil, Corn Products, Creole Petro- 
leum, Cuban-American Sugar, Du Pont, 
General Motors, Glen Alden Coal, Great 
Atlantic & Pacific, Great Northern Iron 
Ore, Great Western Sugar, Imperial Oil, 
International Nickel of Canada, Inter- 
national Petrolem, Kennecott Copper, 
Koppers Co., Liggett & Myers Tobacco, 
Marine Midland Corporation (42,000 
shares); McIntyre Porcupine Mines, 
Ltd. National Biscuit, National Cash 
Register, National Dairy Products 
(7,000 shares); National Sugar Refining 
Co., National Supply Co., New Jersey 
Zinc, New York Air Brake, Noranda 
Mines, J. C. Penney Co., Phelps - Dodge 
Corp., Reynolds Tobacco, Royal Type- 
writer, Singer Manufacturing Co., So- 
cony- Vacuum Oil, South Penn Oil, 
Standard Oil, California; Standard Oil, 
New Jersey; Standard Oil, Indiana; Tex- 
as Co. Timkin Roller Bearing; Under- 
wood Corp., Union Carbide & Carbon, 
United Fruit, United Shoe Machinery, 
U. S. Smelting, Vipor Heating. 

Stocks in these railroads are held: 

Alabama, Great Southern, Atchison, 
Topeka & Santa Fe, Atlantic Coast 
Line, Canadian Pacific (10,000 shares) ; 
Chesapeake & Ohio, Great Northern, 
Kansas City Southern, Louisville & 
Nashville, Norfolk & Western, North- 
ern Pacific, Pittsburgh & Lake Erie, 
Seaboard Air Line, Southern Pacific, 
Southern Railway, Union Pacific. 

At the end of the year the North 
River had $5,886,303 cash in banks and 
trust companies. 

Chairman of the board of North River 
Insurance Co. is Lester J. Parsons. Pres- 
ident of the company is Henry J, Wyatt. 
Executive vice president is Harold 
Junker. Incidentally, names of the offi- 
cers of the company are not printed in 
the 128th annual financial statement. 
Only names appearing in the statement 
are the directors and the officers of 
the department offices — Western, Cook 
County, Mountain, Pacific, Southern, 
Carolinas, Allegheny, Canadian, Marine 
and Aviation departments. 


* * * 


Insurance Man Is Governor 

Walter W. Johnson, Pueblo insurance 
man, is Governor of Colorado. He has 
been Lieutenant Governor and Presi- 
dent Truman has appointed Governor 
Knous to the Federal bench. 

In 1920 Johnson left high school to 
work as a mail carrier for the Colorado 
Fuel & Iron Corp, mills. He advanced 
shortly to a job handling time cards 
and then went into the metallurgical de- 
partment. In 1924 he became a sales- 
man for Colorado Fuel & Iron and for 
six years sold steel products in Texas 
and Oklahoma. In 1931 he became a 
part-time agent for Penn Mutual Life; 
then a full-time agent. In 1936 he was 
assigned the liquidation of the holdings 
in Pueblo of the defunct City Savings 
Building & Loan Association and sold 
$250,000 worth of Pueblo property and 
that was how he then entered the real 
estate field. After several years of that 
work he formed his own insurance 








New York Lawyer 





Affiliated Photo—Conway 
CHARLES P. BUTLER 





agency, and in 1946 went into partner- 
ship with T. Glenn Smith of Pueblo. 
They handle general insurance under 
the name of Smith-Johnson Agency. 
Governor Johnson at one time was a 
member of the Colorado State Senate. 
He became Lieutenant Governor in 
1948. 


* * * 


Fester, Fothergill & Hartung 

This is the 75th anniversary year of 
Fester, Fothergill & Hartung, one of 
oldest firms of reinsurance brokers and 
agents. Discussing the firm The Review 
of London says: 

“The minutes of the old Imperial Fire 
Office of 1803, merged with the Alliance 
in 1902, show that Carl Hartung, who 
had been fire manager of the Imperial 
since 1861, retired on the 3lst March, 
1874, and the following day set himself 
up as the firm of Carl Hartung, agent 
for the Jakor Insurance Co. of Russia. 
Carl Hartung died in 1879, and was suc- 
ceeded by his brother, Frederick Morris 
Hartung. 

“In the interim, the reinsurance 
brokerage firm of Mund & Fester had 
been launched in Antwerp and Hamburg 
and had developed to the point where 
it appeared desirable to open offices in 
England. Accordingly, Mund & Fester 
and F. M. Hartung entered into part- 
nership in London in 1897 under the 
firm title of Mund, Fester & Hartung. 
In the same year a branch was opened 
in Liverpool with B. C. Fothergill as 
partner, and was called Mund, Fester & 
Fothergill. : 

“On the Ist January, 1909, these two 
firms were amalgamated into the pres- 
ent firm of Fester, Fothergill & Hart- 
ung, London. Mr. Frederick Morris 
Hartung died in August, 1909, and was 
succeeded by his son, Carl F. Hartung. 
The firm then extended its activities in 
1910 by founding a firm with headquar- 
ters in New York, and by 1919 Fester, 
Fothergill & Hartung of New York was 
formed. 

“The present partners of Fester, Foth- 
ergill & Hartung, London, are H. G. 
Fester, a son of E Fester, H. B. 
Farmer and J. A. Heinze of New York.” 


* * * 


May Succeed Father 


Bill D. Read, son of the late Jess G. 
Read, for many years secretary of the 
National Association of Insurance Com- 
missioners and Oklahoma _ Insurance 
Commissioner for 22 years, is a candi- 
date for the Democratic nomination for 
State Insurance Commissioner. Bill 
Read is a graduate of Oklahoma City 
University and was 22 months in the Pa- 
cific war area. He is now an agent 
for general insurance in Oklahoma City. 
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Personal Independence - 


one of 


America’s 


most prized 
POSSESSIONS — 


ERSONAL INDEPENDENCE, founded on individual free- 
dom, has always been one of the proudest possessions 
of the people of this country. 


It is exemplified by the self-reliance and initiative 
which has made America so great. And the high value 
people place upon it may be measured by the ever- 
increasing amount of life insurance Americans own. 


Through life insurance a man attains security, not 
through compulsion of the state, but through personal 
choice. Thus he achieves security without sacrificing his 
freedom. 


Life insurance is a man’s private, personal means of 
fulfilling his hopes and desires for his family’s future... 
of seeing to it that his sons and daughters will be properly 
educated ... of making sure that his wife and children 


need never suffer hardship if he should die. And, at the 
same time, it offers him a means of providing for his own 
later years. 

Today more people in America are safeguarding the 
financial independence of their families with life insurance 
than at any other time in history—or in all the other 
countries on the face of the earth. 


The New York Life Insurance Company is proud to 
report that it has shared in this growth—as the 105th 
Annual Report to Policyholders, just published as a 36- 
page illustrated booklet, shows. 

The essential facts and figures of this Report will, of 
course, be sent to policyholders as usual with their pre- 
mium notices. The complete booklet will be sent gladly 
to anyone requesting it. 


NEW YORK LIFE 


INSURANCE COMPANY 


51 Madison Avenue, New York 10, N. Y. 
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HIGHLIGHTS 
FROM OUR 
105th ANNUAL REPORT 
‘December 31, 1949 
At the close of 1949 the Company had 3,864,338 
policies in force for $9,970,371,347, an increase of 


84,797 policies and $430,787,118 of insurance pro- 
tection as compared with the end of 1948, 


Sea 


Sales in 1949 amounted to $852,385,500, the third 
consecutive year that new sales have ranged be- 
tween $850,000,000 and $860,000,000. 


The Company in 1949 paid $131,802,411 to living 
policyholders (an increase of $13,755,982 over 1948) 
and $88,447,839 to beneficiaries (an increase of 
$118,268). The total was $220,250,250 (an increase 
of $13,874,250). 


For 1950 the Company is continuing the same 
scale of dividends to policyholders as was in effect 
in 1949. New York Life has always been a mutual 
company and pays dividends to policyholders only. 
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National of Hartford 
Retires S. W. Prince 


OGDEN NAMED VICE PRESIDENT 


Succeeds Him June 30 as Head of 
Automobile, Inland and Ocean 
Marine Departments 
The National Fire announces the con- 
templated retirement at his own re- 
quest of Vice President and Secretary 
Sidney W. Prince, effective June 30. 
Mr. Prince has served the companies of 
the National of Hartford group for 
nearly 27 years, most recently in charge 
of the automobile, inland marine and 
ocean marine departments. To succeed 
Mr. Prince the directors have advanced 
Secretary O. A. Ogden to be vice presi- 
dent. Mr. Ogden will also retain the 
title and office of secretary. Similar ac- 
tion by directors of the other four com- 
panies of the group is expected in the 

near future. 


Auto - Marine Specialist 


Mr. Prince is a native of Brooklyn, 
N. Y., and had his early training in the 
local agency business, joining the Na- 
tional Fire in. 1923 as special agent in 
Hartford. He is widely known in the 
automobile and inland marine fields and 
is recognized as an authority on under- 
writing these classes of business in 
which he has so long specialized. In 
1926, he was transferred to Chicago to 
handle this branch of business and in 
1928 returned to Hartford as general 
agent. He was elected assistant secre- 
tary in 1929, secretary in 1934 and vice 
president and secretary in 1944; in 1949 
he was also elected a vice president of 
the United National Indemnity, casualty 
affiliate of the National of Hartford 
Group. 

Experienced Administrator 

Mr. Ogden, the newly elected vice 
president, has been Mr. Prince’s chief 
assistant at the executive and adminis- 
trative offices in Hartford since 1945, 
when he was transferred to Hartford 
from Chicago. 

Mr. Ogden is a native of Ohio, at- 
tended Ohio State University, and after 
serving with the Ohio Inspection Bu- 
reau joined the National of Hartford 
group in 1924 as special agent in Ohio. 
In 1941, he was appointed state agent 
in Michig: in, at Detroit, and in 1943 was 
promoted to be automobile  superin- 
tendent in the Western department. At 
the time of his transfer to Hartford in 
1945 he was elected assistant secretary 
and became secretary in 1947. In his 
new capacity as vice president he will 
also retain his title as secretary. 





Managing General Agents 
In Mississippi, May 8-10 


The American Association of Man- 
aging General Agents will hold its annual 
meeting at the Edgewater Gulf Hotel, 
Edgewater Park, Miss., May 8-10. Presi- 
dent S. Linton Smith, Raleigh, N. C., 
announces the following speakers: Wil- 
liam J. Bird, national affairs advisor, 
U. S. Chamber of Commerce; 
Gentry, marine secretary, Aetna group; 
Earl Johnson, president, Moore & 
Johnson Co., Raleigh, N. C., past presi- 
dent, North Carolina Association of In- 
surance Agents; O. Shaw Johnson, presi- 
dent, National Association of Insurance 
Agents; Address of Welcome—Jules 
Simoneaux, Henry A. Steckler Co., man- 
aging general agents, New Orleans, La.; 
Response—J. Leonard Brown, vice presi- 
dent, Braerton, Simonton, Brown, Inc., 
managing general agents, Denver, Col. 





Baxter . 








NAIA Names Neville 


Permanent Secretary 


John F. Neville was named secre- 
tary of the National Association of 
Insurance Agents at a meeting of its 
executive committee, April 15, in 
New York City, President O. Shaw 
Johnson announces. Mr. Neville was 
appointed temporary secretary at the 
St. Louis meeting of the NAIA com- 
mittee, March 25. Commenting on 
the appointment Mr. Johnson said, 
“The executive committee expressed 
full confidence in the qualifications 
of Mr. Neville to successfully admin- 
ister the affairs of the association. 
His legal training and broad knowl- 
edge of agency problems acquired 
during his five years of association 
with us fully equips him to ably and 
intelligently guide our organization 
in the years ahead.” 











Home Assigns Hargrett to 
Multiple-Line Operations 


Felix Hargrett, vice president and 
secretary of the Home Insurance Co., 
has been transferred from the service 
department to the executive department 
effective immediately. This move will 
enable Mr. Hargrett to devote his time 
to the broadened operations attending 
multiple-line authority which require 
considerable research and study for de- 
velopment of suitable fire and casualty 
procedures. 

Mr. Hargrett, who has spent much of 
his time on underwriting matters for 
the past several years, will continue to 
guide the company’s underwriting pro- 
cedures at the home office. 


O, A. OGDEN 





For Atlantic in Dallas 


A Dallas, Tex., office has been opened 
by the Atlantic companies, J. Arthur 


Bogardus, president of the Atlantic Mu- 
tual and the Centennial, announces. John NEW POST FOR C. F. RUPPRECHT 
William Suter, will supervise the office, Charles F. Rupprecht has been made 
Atlantic’s twentieth, as state agent. He director of education and research for 
has been in insurance in Texas since Hawkeye-Security group of Iowa com- 
1932, joining Atlantic a year ago. panies. 








WHAT DO YOU THINK 
ABOUT YOUR ADVERTISING? 


HE type of service an agent renders is often reflected in 
the character of information he places at the disposal of 
his clients. Good quality literature is not only informative, 
it also is properly representative of an agents prestige and 
indicative of the calibre of his Company. 


Sd 


Agents of the Royal Exchange Group, complimentary 
of their Company advertising, regard this material highly. 
Beside being attractive and of good quality, it is soundly 
practical in that it clearly and tersely presents “‘to-the-point”’ 
facts which busy prospective clients want to know quickly. 


6 


J The Royal Exchange established in 1720 is one of the oldest 
and strongest insurance institutions in the world. It is 
SI known for its outstanding service to agents and insureds. 





PROVIDENT FIRE INSURANCE COMPANY 
THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD. 


ROYAL EXCHANGE ASSURANCE 
Edward W. Elwell, United States Manager 


FIRE & CASUALTY INSURANCE 
FIDELITY & SURETY BONDS 


JOHN STREET, NEW YORK 
* 


Representation in Principal Cities of the United States 
and in Most Countries Throughout the World 
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Insurance Active on 
Atomic Energy Plan 


FORM FIRE-MARINE COMMITTEE 





Will Obtain and Disseminate Informa. 
tion on Risks, Develop Standards for 
Safeguarding Fissionable Material 





Following a preliminary meeting of 
representatives of, several of the leading 
fire and marine insurance groups with 
members of the fire protection section 
of the U. S. Atomic Energy Commission 
at its New York operations office on 
January 19, it was mutually agreed that 
a committee be formed to study the 
subject fully as it relates to the insur- 
ance industry. In view of the fact that 
a great proportion of the industrial fire 
insurance in the country is handled by 
the Factory Insurance ‘Association and 
the Associated Factory Mutuals, W. H. 
Forristall, vice president of the Factory 
Insurance Association, was appointed 
chairman and E. H. Williams, president 
of the Cotton & Woolen Manufactur- 
ers’ Mutual Insurance Co., was ap- 
pointed secretary. These officers are 
particularly qualified for their projected 
tasks by years of field and office ex- 
perience and administrative ability. 


Groups Represented 


The groups represented in this com- 
mittee are: Associated Factory Mutual 
fire companies, Associated Reciprocal 
Exchanges, Board of Underwriters of 
New York, Factory Insurance Associa- 
tion, Improved Risk Mutual companies, 
Inland Marine Underwriters Association 
and National Board of Fire Underwrit- 
ers. 

At the first regular meeting of the 
committee, attended by representatives 
of these groups and by D. F. Hayes 
of the Washington, D. C. office and E. 
J. Kehoe of the New York office of the 
Atomic Energy Commission at NBFU 
headquarters on February 20, the scope 
and objectives of the committee’s work 
were tentatively determined and a plan 
of action outlined. 


Objectives 


In general, the objectives of _ this 


committee are: 


1. To obtain information to the ex- ° 


tent permitted by security on users of 
radioactive isotopes and fissionable ma- 
terials, where the insurance industry has 
an interest. 

To learn the special aspects of 
transportation and use of radioactive 
materials, both isotopes and _fissionable, 
with respect to the rating of risks. 

3. To accomplish wider dissemination 
of information concerning the special 
fire risks associated with nuclear energy 
materials and education regarding them 
among the personnel of the insurance 
industry. : 

4. To help develop standards for 
safeguarding radioactive and _fissionable 
materials and the prevention of damage 
to property or injury to persons by such 
materials. 

Technical Subcommittee 


A technical subcommittee, consisting 
of four specially-qualified representa- 
tives of the foregoing insurance groups, 
was appointed to study, compile and 
duly translate information for _ the 
guidance of the committee. These mem- 
bers are: W. M. Jones, chief engineer, 
Factory Insurance Association, Hart- 
Conn., chairman; A. L. Brown, 
chief engineer, Associated Factory Mu- 
tual Fire insurance companies, Bos- 
ton, Mass., secretary; Horatio Bond, 
chief engineer, NFPA, Boston Mass.; 
Matthew M. Braidech, director oi re 
search, NBFU, New York. 





NAUA Meets May 24 


The National Automobile Sade 
ers Association will hold its annual 
meeting in the Grand Ballroom of the 
Hotel Commodore, Wednesday, May 24. 
A luncheon for members and subscribers 


will follow. 
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Cannot Turn Back on Social Reforms, 
Munz Warns New Jersey Producers 


State President Sees Conference Idea Brightest Spot; Associa- 
tion’s Finances in Excellent Shape; Annual Convention 
Set for Atlantic City, Sept. 25 - 26 


By RusseLt RHOoDEs 


With about 250 agents and company 
men in attendance, the New Jersey As- 
sociation of Insurance Agents settled 
down to its fifty-seventh midyear meet- 
ing at the Hotel Hildebrecht, Trenton, 
April 14, to learn with satisfaction that 
the association’s financial affairs are in 
admirable condition and that the mem- 
bership is within reach of the 1,200- 
mark to make it one of the strongest 
arms within the National body. At- 


tendance of company men at the morn- 
ing session was made possible through 





H. EARL MUNZ, CPCU 


the efforts of President H. Earl Munz, 
Paterson, who was in the chair. 

The association voted to hold its an- 
nual meeting at the Hotel Claridge, At- 
lantic City, September 25-26. 

Following greetings by State National 
Director Charles H. Frankenbach, West- 
field, President Munz delivered his mid- 
year report. 

Economy Under Change 

“Only the very naive will fail to recog- 
nize that our economy is undergoing a 
tremendous change,” he said. “Whether 
we become slaves to a Federal Govern- 
ment through the indifference of the 
many and the ambition of a few, or 
whether we will be able to stop the 
avalanche and reestablish the doctrine 
of State’s Rights and the dignity of the 
individual seems to be uncertain. One 
thing, however, is certain: we have em- 
barked upon a program of social re- 
forms and we cannot turn back. It be- 
hooves us to recognize this fact and to 


| shape our course accordingly. We can- 


not have both security and liberty, more 
OL the one means less of the other. 
lf we don’t fight for what we want, 


| We'll have to take what we get. 


Hopeful Signs 

“It is not my intent to paint a lugu- 
brious picture. There are many bright 
Spots and hopeful signs abroad in our 
land, We have the highest living stand- 
ard in the world, we have no crisis of 
¢ consumer goods are 
quite plentiful and there is a softening 
of prices which indicates that the good 
old law of supply and demand has not 





been repealed. We in the insurance 
business have been the beneficiaries of 
a rising volume of premiums; price 
competition has been no handicap to 
well-informed producers, the industry 
has survived a devastating Supreme 
Court decision and Public Law 15, and 
there is ample evidence that it has 
conducted itself with dignity before the 
court of public opinion. 

“The brightest spot in the whole pic- 
ture is the comparatively new confer- 
ence idea. Not so very long ago in our 
own state we saw companies and agents 
at each others’ throats, threatening and 
calling names; a spectacle not designed 
to bring about good public relations. 
Cool heads have found a solution in 
the conference plan. 

Conference Committees 

“In our state association we now have 
a regular conference committee dealing 
with the Department and with the 
Casualty Rating Bureau. Another con- 
ference committee has been formed to 
deal with the Fire Insurance Rating 
Organization. Our National Association 
has several conference committees to 
deal with national problems and our 
Eastern Agents Conference has a com- 
mittee to deal with the Eastern Under- 
writers Association. 

“At the recent Eastern Agents’ meet- 
ing in Boston, a complete report was 
given on the work of this EUA Con- 
ference Committee. I have the honor 
of serving on this committee with a 
fine group of agents and company ex- 
ecutives who are determined to prevent 
friction and argument by talking things 
over first. There is much that can be 
done constructively to eliminate waste 
and misunderstanding, to simplify pro- 
cedures, to reduce costs, to prevent 
losses and to improve public relations. 


Thomas Studios 
JOHN C. CONKLIN 


Don’t expect miracles—these things 
take time—but expect ultimate lasting 
benefit. 

“Very gratifying results should also 
come out of the committee to confer 
with the Fire Insurance Rating Or- 
ganization. I hope this will continue as 
a regular standing committee of our 
association. 

“Membership is a problem. As of 
April 1, we had a total membership of 
1,15l1—a drop of 40 since September, 
1949. Twenty-two new members were 
added, but 63 were dropped. One was 
reinstated. The membership committee 
cannot do the job alone—it is up to 
each member to assist. 

License Requirements 

“Some progress has been made in the 
fight for higher standards in granting 
agents’ licenses. The Department was 
sympathetic with our plea for more 
rigid requirements, but felt powerless 
to do more than interpret the present 
qualification law in accordance with the 
letter of the law. We have some amend- 
ments under consideration which will 
be in the public interest and we hope 
that the Department will support the 





Snapped at Head Table at Hildebrecht 


Christopher A. Gough, Deputy New Jersey Commissioner of 


,~ 


Warren E. Kruse, Trenton 
Some of the celebrities at the New Jersey Agents midyear meeting last week: 


(seated, |. to r.) Francis W. Potter, field supervisor, Aetna Casualty & Surety, Hart- 
ford; H. Earl Munz, president of the New Jersey Association of Insurance Agents; 





Banking and Insur- 


ance; (standing, I. to r.) S. C. W. Ackerman, president, Mercer County Association 
of Insurance Agents; Catherine Hall, Westfield, N. J., president of the Insurance 
Women of New Jersey; Rev. J. Courtney Hayward, pastor of the State Street 
Methodist Church, Trenton, who offered the invocation. 





Legislature for proper legislation. In 
the meantime, Larry Ackerman has, at 
our invitation, assisted the Department 
in the preparation of examinations, and 
the personnel of the License Division 
has been augmented. 

“Our educational courses have been a 
continuing source of inspiration through- 
out the state. Any county which has 
failed to take advantage of this pro- 
gram has made a mistake. Plan now 
for next fall. This is one of the finest 
services that can be performed and 
it will put dollars in the pockets of the 
graduates as well as in the treasury 
of the county which sponsors the 
course. 

John C. Conklin, Hackensack, chair- 
man of the public relations committee, 
who has spearheaded the association’s 
battles in legislation, outlined immediate 
past progress along this line but asked 
that his remarks be kept off the record 
because the Legislature is now in session. 


Neville on Coercion 


John F. Neville, associate counsel of 
the National Association of Insurance 
Agents, in his first appearance as a 
convention speaker since his recent ap- 
pointment as NAIA secretary, discussed 
anti-coercion legislation and outlined for 





HERBERT L. BROOKS 


the morning session some aspects of the 
Wage-Hour Law in its application to in- 
surance agents. Mr. Neville, whose ad- 
dress is given more fully elsewhere in 
these columns, stressed that the Na- 
tional Association’s stand against the 
principle of coercing insurance pre- 
miums has been strong for many years 
and as recently as Jast year’s annual: con- 
vention had been recorded in a resolution 
urging state and local associations to 
cooperate with the insurance depart- 
ments in each state to secure passage 
of “state level” laws prohibiting coer- 
cion of any producer. 
New Jersey Action 

He drew attention to New Jersey 1948 
legislative action which makes it a mis- 
demeanor to require as a _ condition 
precedent to financing real or personal 
property that its insurance should be 
written “through a_ particularly-desig- 
nated insurance agent or broker.” Mr. 
Neville felt that the mere presence of 
such a law on the statute books acts as 
a deterrent on coercive activity. 

The speaker advised agents to com- 
ply with the provisions of the Wage- 
Hour Law as applicable to producers 
and as they affect “learners” and over- 
time for covered employes, as failure to 
do so will bring inconvenience and ex- 
pense. 

Herbert L. Brooks, Newark, a past 
president of the New Jersey Association 

(Continued on Page 29) 
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“Sales Fundamentals” 
Listed By F. W. Potter 


PUBLIC BUYS IF SHOWN NEED 





Aetna Casualty Field Supervisor IIlus- 
trates Five Principles to Make 
Agent’s Selling Job Easy 
“There never was a time when it was 
more important for insurance salesmen 
to get together and discuss ways and 
means for the improvement of their 
sales technique than today,” Francis W. 
Potter, field supervisor, Aetna Casualty 
& Surety, Hartford, told the afternoon 
session of the New Jersey Association 





POTTER 


FRANCIS W. 


of Insurance Agents midyear meeting at 
the Hotel Hildebrecht, Trenton, April 14. 

“The public in most cases is willing 
to buy almost any form of insurance if 
only someone will point out the need 
and explain how some certain form of 
insurance will fill that need. The vol- 
ume of insurance premiums is going for- 
ward in leaps and bounds. This is the 
time for every ambitious insurance 
salesman to say to himself: ‘Am I get- 
ting my share of this business, or am I 
just drifting with the tide?’ 

“There are many reasons why some 
agents are more successful than others. 
After going about the country talking 
with agents and discussing their prob- 
lems, I have come to the conclusion 
that there are certain sales fundamen- 
tals set apart by the successful agent 
from those who seem to be doing their 
selling the hard way, and I am listing 
them below: 


“Principle No. 1—Make Selling Easy. 


I like to think that selling is simply 
having a pleasant conversation while be- 
ing paid for it. There are all types of 
techniques used in selling, but there are 


a few simple fundamentals that are 
basic. For instance, many agents are 
very successful with the ‘by-the-way’ 


approach. There are many simple poli- 
cies that can be explained in a couple of 
minutes, and the harder you try to sell 
the simple type of policy, the poorer the 


results. 
when they 


I have known many agents who, 
walk down the street, will 
hail some acquaintance, and after bid- 
ding the usual ‘good morning,’ will say: 
‘By the way, Bill, have you heard about 
the new comprehensive personal liability 
policy which’ protects you and your 
family in the event you injure someone 
or cause damage to someone else’s prop- 
erty? It even covers your dog biting 
someone, your son hitting someone with 
his bicycle or your injuring someone on 
the golf course. It covers someone in- 
jured while working for you about your 
house or premises, and even covers 
hospital and medical bills when someone 
is injured by you or your family regard- 
less of their negligence. And just think, 
Bill, you can have $10,000 of protection 
for you and your family for only $10 a 
year, or $25 for three years. Wouldn't 
you like such a policy?’ 

“T know of one agent who sold over 
100 of such policies in a little more 
than a month by using the ‘by-the-way’ 
approach and made for himself over 
$400 in commissions, and as he told me: 
‘I had a grand time doing it.’ 


“Principle No. 2—Use the ’Phone and 
Save Time. Just as it is easy to sell 
the simpler policies in a snappy con- 
versation on the street, it is easy to sell 
similar policies over the phone. Usually, 
it is well to prepare the prospect by 
sending out a circular on the line to be 
solicited, particularly a circular of the 
pictorial type with a short personal 
message written on it. I have seen many 
agents write in red pencil on a compre- 
hensive personal liability policy: ‘Dear 
3ill: $10,000 protection as explained in 
this circular for only $10 a year—three 
years $25. Shall I order this for you?’ 
After sufficient time has elapsed for the 
circular to be received the agent, follows 
up by ’phone. 

“This method of solicitation has 
proved very effective and, in many 
cases, the agent has the girl in his office 
send out such circulars with a personal 
message and follow up by ’phone. I 
know of one girl in an agent’s office who 
sold in excess of 150 such policies over 
the ’phone and worked in such calls 
in her spare moments. I know of an- 
other agency which had three girls and 
put on a little contest. After sending 
out the circulars and following up by 
‘phone, one sold 68, another 54 and the 
other 32 in one month’s time. I know 
of another agent who sold 29 out of his 
first 55 calls, another who sold 54 out of 
100, and another who sold 10 of his first 
13 calls. It has been demonstrated that 
the use of the personalized circular fol- 
lowed up by ’phone is one of the most 
effective ways of saving time and get- 
ting a large number of new customers 
on the books. 


“Principle No. 3—Get Down to Busi- 
ness. Most agents who are building up 
a business and who are ambitious to 
get ahead figure it is necessary to make 
at least 15 sales interviews a day. This 
is what one agent calls an ‘honest day’s 
work,’ 

“If you are to secure these 15 sales 
interviews and wish to avoid arguments 
with your prospect or getting your 
prospect into a negative state of mind, 
one of the quickest ways is to get down 
to business. I spent considerable time 
with one of our agents trying to prove 
to him that the reason he was not get- 

(Continued on Page 25) 


Neville Urges Aiding 
Of Anti-Coercion Laws 


CITES NAIA’S STRONG STAND 





National Association Secretary Calls 
New Jersey Legislation Meritorious 
Deterrent; Analyzes Wage-Hour Bill 





In addressing the midyear meeting 
of the New Jersey Association of In- 


surance Agents at Trenton, April 14, 
on the subject of anti-coercion legisla- 
tion, 


John F. Neville, secretary of the 


JOHN F, NEVILLE 


National Association of Insurance 
Agents, pointed out that the NAIA for 
years has taken a strong stand on this 
subject. At the fifty-third annual con- 
vention of the national body in Chi- 
cago last year, he added, a resolution 
had been adopted urging state and local 
associations to cooperate with insurance 
departments in their respective states 
“in an effort to enact at the state level 
a law prohibiting the practice of coer- 
cion on any producer of insurance.’ 

“This resolution,” continued Mr. 
Neville, “is the last in a long line of 
pronouncements of the same _ tenor 
which have been made from time to 
time over an extended period. It is felt, 
and rightly so, that the purchaser of in- 
surance, in whatever type of transaction 
he may be involved, should have the 
absolute right of having the insurance 
written through an agent of his own 
choice. 

“T think there can be little doubt that 
this is a good principle. I also think 
there can be little doubt that in certain 
types of transactions, the placing of the 
insurance as part of the transaction 
could easily be achieved by a diametri- 
cally opposed method. This is only to 
say that human nature may not always 
be as we might wish it. Assuming that 
our principle is sound, and also assum- 
ing that there are those who may be 
opposed for selfish reasons to the prin- 
ciple, how has the problem been met? 

Meaning of Coercion 

“Let us examine the meaning of the 
word ‘coercion.’ Bouvier’s Law Diction- 
ary states coercion to be of two kinds: 
‘Direct or positive,’ as when a man is 
by physical force compelled to do or 
act contrary to his will, and ‘implied co- 
ercion’ where a person is legally under 
subjection to another, and is induced, 
in consequence of such subjection, to 
do an act contrary to his will. It would 
seem that our problem of coercing in- 
surance premiums falls under the sec- 
ond definition, or that of implied coer- 
cion. 

“We all understand the problem of 
controlled business in so far as it af- 
fects an agent. Many states have 
passed legislation which compels an in- 
surance agent to write a certain amount 
of his business in situations over which 
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he has no control. Ordinarily, con- 
trolled business would be business ob- 
tained by virtue of the close relation- 
ship, personal or otherwise, between 
the agent and the insured. The prob- 
lem of coercing insurance premiums, 
while having certain similarities to con- 
trolled business, is somewhat different 
in that the insurance written by means 
of coercion is consummated as a result 
of one person having a superior legal 
position over the other. 
Favored by 15 States 

“At least 15 states, Indiana, Louisiana, 
Michigan, Nebraska, New Hampshire, 
South Dakota, Tennessee, Pennsylvania, 
New Jersey, New York, Connecticut, 
Ohio, Georgia, Kentucky, and North 
Carolina, have placed upon their books, 
as a direct result of the difficulty in 
solving this problem, so-called anti- 
coercion laws. These laws are not all 
identical in the language employed and 
some are broader in concept than are 
others. And, some of these laws are 
found in the penal law, sometimes in 
the insurance law and recently states 
have been passing this type of legisla- 
tion as part of fair trade practices acts. 
The differences, however, are more ap- 
parent than real, inasmuch as the prob- 
lem to be reached and controlled by 
the statute, in whatever form it may 
appear, is the same. 

“The Legislature of the State of New 
Jersey saw fit in the 1948 session to 
pass a so-called anti-coercion bill. This 
law, generally speaking, makes it a mis- 
demeanor to require as a condition pre- 
cedent to the financing, under a variety 
of circumstances, of either real or per- 
sonal property, that the insurance on 
such property be written through a 
particularly-designated insurance agent 
or broker. ; 

Criminal Violation ; 

“It will be noted that a violation o! 
this law is a misdemeanor and _there- 
fore a criminal offense. It will also be 
noted that this statute is not seli- 
executing and that persons interested in 
the enforcement thereof must take cer- 
tain steps, under their own _ initiative, 
by making a proper complaint and the 
furnishing of sufficient evidence. No 
law enforcement official will ordinarily 
act unless and until he is provided with 
evidence sufficient to support a convic- 
tion. 

“Therefore, agents in those states 
have a law such as yours, are 
faced with a problem that the natural 
inertia common to most of us. simply 
will not satisfy. It is not enough to 
feel certain that a violation of law has 
occurred, but one must be able to sup- 
ply the proper authorities with legal 
evidence to support the complaint. It is 
only right and proper that this slould 
be true. Law enforcement officials are 
busy people and normally do not have 
time to philosophize on academic «ues 
tions. It seems necessary, therefore, for 
insurance agents to take an active in- 
terest in the enforcement of such « law 
and be willing to cooperate by hat 
work, and at some inconvenience (0 
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themselves, with the persons charged 
with the responsibility for the law’s en- 
forcement. 

A Deterrent Law 

“This is not to say, however, that the 
mere presence on the statute books of 
such a law does not have a meritorious 
effect. I think it does. I believe that 
the fact of the law’s existence acts as 
4 deterrent on some activity in this field. 
However, it is also true that the more 
hardy souls in any community who 
might engage in such illegal practices 
may need considerably more convincing. 

“In closing my remarks on this sub- 
ject, a very short summary may be in 
order. Anti-coercion laws are well con- 
ceived and drafted to meet a pressing 
need. In the main, a law will not pro- 
vide the answer to the problem without 
considerable interest being shown on 
the part of the public and by those sec- 
tions of the public who are most af- 
fected by its enforcement. In order to 
give this law a fair chance, you must 
participate and give proper aid in its 
enforcement. 

Wage-Hour Laws 

“A little discussion of certain rami- 
fications of the amended wage-hour laws 
as applicable to local insurance agents 
may be of some interest. As you no 
doubt know, the employes of insurance 
agents are covered by the amended law 
which became effective on January 25, 
1950. While the employes of insurance 
agents were covered under the old law, 
there was some doubt, a few months 
back, whether or not the amended law 
would continue to affect these employes. 
That doubt has since been resolved to 
nearly everyone’s understanding by the 
determination of the Wage-Hour Divi- 
sion that the employes of insurance 
agents are covered by this very impor- 
tant law. 

“The amendments had the effect of 
raising the minimum wage for covered 
employes from 40 cents to 75 cents an 
hour, with time-and-a-half for all hours 
worked over forty in any work week. 
There are the usual exemptions in the 
law, including professional, executive, 
administrative, and outside salesmen, 
some of which exempt employes will 
doubtless be found in most insurance 
agencies. However, even in view of the 
very important exemptions in this law, 
tle average person doing clerical work 
in an insurance agency will be covered 
by the law. The foregoing opinion as 
to the law’s effect on the employes of 
an insurance agency was confirmed in 
a letter opinion by the U. S. Depart- 
ment of Labor Wage and Hour and 
Public Contracts Division, which is 
charged with the responsibility for ad- 
ministering this law. 


Regarding “Learners” 

“However, many agents, generally 
those in smaller communities, raised the 
pertinent question as to whether or not 
beginners in insurance agencies could 
not be employed as ‘learners,’ under the 
law, at less than the legal minimum rate 
Ot pay. 

“These agents have urged that cer- 
tain employes new to the business can- 
not justify compensation at 75 cents an 
hour until they have had an_ oppor- 
tunity to learn the practices and rou- 
tines peculiar to the insurance business. 
During this period of essential educa- 
tion, the thought has been advanced 
that a sub-minimum rate is necessary to 
insure the employment of such persons 
who otherwise would be unemployable, 
due to their lack of training, at the 
legal minimum of 75 cents an hour. 

; In an official statement by the Divi- 
sion, the attitude of the authorities was 
made known. The tenor of this pro- 
nhouncement is to the effect that typists, 
clerks and office workers will not 
quality for ‘learner’ or sub-minimum 
rates of pay. It was emphasized that 
learner’ certificates will be granted only 
When the trainee’s job involves definite 
skills requiring a learning period, and 
When no experienced workers are avail- 
able in the local labor market. A study 
conducted by the Wage-Hour Adminis- 
‘trator disclosed that the issuance of 
learner’ certificates in these job cate- 





gories is not necessary to prevent a re- 
duction of employment opportunities. 
No Sub-Minimum 

“The following is a direct quote from 
the statement: “The Administrator has 
decided that most office workers have 
had preliminary training in the basic 
skills required for their jobs or that 
the work requires a very short learning 
period.’ Hence, he was convinced that 
no sub-minimum rate is justified for the 
short time before a beginning worker is 
efficient enough to be worth 75 cents 
an hour. 

“The latest confirmation of the above 
came just a few days ago when the De- 
partment of Labor rejected an appeal 
on this precise point by stating, in part, 
that at the present time learner’s cer- 
tificates are not being authorized for 
any office occupations. 

“These rulings may have rather far- 
reaching effect on certain insurance 
agencies by requiring the payment of 
75 cents an hour to a covered employe, 
regardless of his experience or training. 
Certain readjustments in office person- 
nel may be necessary. 

Comply With Law 

“Every agent will do well to comply 
with the provisions of the Wage-Hour 
Law. This law, as you know, is strictly 
enforced and it is the part of wisdom 
for any businessman whose employes 
are covered to take steps to see that 
the minimum wage is paid, together 
with the overtime requirements. All 
this is to say nothing of the rather de- 


tailed employment records for which the 
law makes provision. The records must 
be maintained for the reason that they 
form the basis upon which the Wage- 
Hour Division can determine whether or 
not compliance with the law is being 
effected. 

“Many agents have expressed to me 
the opinion that the provisions of this 
law are unduly burdensome and expen- 
sive in their office operation. Be that as 
it may, a failure to comply with the law 
will bring only additional inconvenience 
and expense. I cannot urge too strongly 
that every agent pay particular atten- 
tion to his employe’s status under the 
Wage-Hour Law.” 





Motor Vehicle Inspections 
Reduce Highway Fatalities 


Thirteen states having periodic motor 
vehicle inspection programs have an 
average annual street and highway 
death rate which is more than 12% be- 
low the national average for the rest of 
the country, the Association of Casualty 
& Surety Companies reveals. 

States which currently provide state 
owned and operated stations or private 
motor vehicle inspection stations ap- 
pointed by the state include Colorado, 
Delaware, New Hampshire, New Jer- 
sey, New Mexico, Maine, Massachu- 
setts, Mississippi, Pennsylvania, Utah, 
Vermont, Virginia, Washington and the 
District of Columbia. 
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“Sales Fundamentals” 


(Continued from Page 24) 


ting along more successfully in the in- 
surance business was that he did not 
see enough people a day. He stated that 
with all his collections, renewals, claim 
matter and other tasks it was impossible 
for him to make more than three sales 
interviews for new business a day. 

“T went out to work with him the 
next day and soon found out the reason. 
The first prospect we called’ on he 
greeted with this remark: ‘Saw you on 
the golf course Sunday. How did you 
make out?’ Therewith, we went over 
the whole 18 holes and played every 
stroke. Then the prospect asked the 
agent how he did that same day and we 
played 18 holes more, discussing the 
merits of the short holes, how the long 
ones could be shortened and the hazards 
made easier. By that time, the ’phone 
rang and the prospect’s secretary said 
that he had a customer outside. The 
prospect, rising, suggested that we come 
around sometime when he wasn’t so 
busy. We had used up half an hour of 
a busy man’s time and certainly my time 
had earned no business for my company 
and the agent left disgruntled and tired 
out from his two rounds of golf. 

“T handled the next interview starting 
something like this after being intro- 
duced by the agent: ‘Mr. Jones (with a 
smile) I notice you are busy, but I have 
a very broad and up-to-date contract 
on your home—something quite new— 
and I think it will interest you if I may | 
have just a few minutes of your time.’ ) 
He nodded to go ahead and in ten 
minutes I had covered every major point 
in the contract and made a sale. After 
filling out the application and leaving 
the office we looked at our watches and 
found that just 18 minutes had elapsed 
from the time we entered the office. 

“We had 19 interviews that day and, 
needless to say, we both had a profitable 
day because, as is usually the case, the 
more interviews, the more sales—and 
that means more commissions. 

“Principle No. 4—For the Larger Risk 
Make a Proper Diagnosis: Too many 
agents, when they go out to solicit a 
fair-sized commercial risk, step in 
where angels fear to tread, often get- 
ting involved in difficulties which could 
have been avoided if they had taken the 
time to study the risk. When I want 
to sell a policy like comprehensive lia- 
bility on my first interview, I aim to sell 
the prospect on the need for studying 
his problems and his hazards, and then 
I take considerable time completing the 
questionnaire and making sure that I 
explored every question on the ques- 
tionnaire. Then I tell him I will study 
the risk and bring him back a complete 
proposal showing him how he can pro- 
vide protection against these hazards 
and how much it will cost. Almost every 
company has very attractive proposals 
on all of the more complicated forms of 
insurance such as fidelity bonds, the 3-D 
contract, combination residence, ° com- 
mercial water damage. as well as com- 
prehensive liability. When this proposal 
form has been made up and every angle 
has been considered, we are ready for 
the most important step of ail. 

“Principle No. 5—Give Him the Right 
to Vote. It is an easy matter now, with 
a complete proposal in front of your 
prospect, for an agent to go up and 
down the various coverages listed and 
discuss all of them. If, when going over 
the comprehensive liability proposal, the 
agent gets to the products section and 
the prospect notices that the charge for 
this portion of the coverage is $100 for 
bodily injury and $40 for property dam- 
age and, after some discussion of this 
coverage, states that he does not want 
it, the agent simply writes down on the 
proposal after this item the words ‘not 
wanted’ and says to the prospect: ‘Will 
you please put your initials after the 
words “not wanted ?”’ 

“The prospect will usually say: ‘Why 
do you want my initials?’ The agent 
says: ‘I want to be prepared in the 
event I am asked when there is a seri- 
ous loss, “Why didn’t you protect me 
from this exposure?”’ ‘But,’ replies the 
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prospect, ‘What would my employer say Underwriters’ Labs. Elect MARYLAND CAMPUS COURSE Fly Tape Recordings to 


if he should be faced with a judgment 
of $15,000 and finds that I have signed 
away this protection?’ The answer is 
self-evident, of course. Usually the 
prospect asks for a bit more explanation 
of the coverage and if the agent has 
thought the risk through before the in- 
terview and has plenty of claim illustra- 
tions to offer, he stands a very good 
chance to get an order for every item. 
Hate to Say “No” 


“It is surprising how few buyers of 
insurance want to be recorded as hav- 
ing said ‘no’ to some essential form of 
protection. I know of several cases dur- 
ing the past year where an agent has 
come away with sizable comprehensive 
liability premiums where only an indi- 
vidual policy existed before. In Minne- 
apolis, I know of one case where a pro- 
ducer had an M. & C. policy only writ- 
ten for the minimum of $10. After com- 
pleting a questionnaire and having a 
complete proposal prepared, including 
the automobile as well as the general 
liability exposures, the agent gave this 
prospect an opportunity to ‘vote’ on 
complete protection and came away with 
a $1,500 premium. In another case, an 
agent who had a $68 O. L. & T. policy 
come up for renewal, had a question- 
giving his 


naire completed and upon 
assured the chance to ‘vote’ obtained an 
order for a complete policy with a 


$1,350 premium. 
Chance to “Vote” 


“This past week, an agent who had 
an automobile policy on one truck and 
a non-ownership (total premium, $86) 
completed a questionnaire with a manu- 
facturer, made up a proposal, gave his 
client the chance to ‘vote’ and came out 
with an order for premiums totaling 
$1,150. This agent said to me later: 
‘I have received commissions amounting 
to about $200 yet my entire time in 
making this sale, including filling out 
the questionnaire and my first and sec- 
ond interview, took less than two hours. 
‘In other words, selling the comprehen- 
sive form of coverage and giving his 
client a chance to vote was worth $100 
an hour to this agent. Pretty good, don’t 
you think? This agent also stated that 
he did not have to put on any sales 
pressure as he simply showed his client 
what his hazards were, how he would 
protect those hazards for a reasonable 
premium and the client did the rest. 

“The methods just outlined are all so 
simple, and usually make selling seem 
instead of hard. For the smaller 
get into the habit of saying 
to everyone you meet. Use 


easy 
policies, 
‘by-the-way’ 


the many excellent circulars provided 
by most insurance companies, write a 
short personal message on them and 


follow up by ’phone or personal inter- 
view. Save time by getting down to 
business, and, last but not least, be sure 
to give all your prospects the right to 
‘vote. You will be surprised how many 
times he’ll say ‘yes’ to a coverage that 
you never thought he would be inter- 
ested in.” 


W. E. Newcomb, C. H. Smith 


Chicago, April 19— “Continued co- 
operation of manufacturers” and “gen- 
erous support by regulatory authori- 
ties” were the keynotes of the remarks 
of Curtis R. Welborn, president of Un- 
derwriters’ Laboratories, to the board 
of trustees at its annual meeting in 
Chicago. These two facts were cited 
by Mr. Welborn as contributing greatly 
to the continuing success of this engi- 
neering enterprise dedicated to the 
elimination or reduction of the hazards 
involved in manufacturers’ products. 

All trustees and officers of the not- 
for-profit corporation were reelected. 
In addition, William E. Newcomb, vice 
president and manager of Great Amer- 
ican’s Western division, was elected to 
the board of trustees. Charles H. 
Smith, vice president, Hartford Fire, 
and member of the Laboratories’ board 
for eight years, was made a member of 
the executive committee. 

The year’s activity based on new 
work assignments showed an increase 
of 2% over the 1948 work level. Over 
the year, visits to manufacturers’ plants 
to inspect current production of listed 
products were increased 40%. 

The engineering staff experienced the 
submittals of many complicated de- 
vices and equipment for highly-special- 
ized applications: electronic or invisible 
radiation burglar alarm systems, auto- 
matic high-speed package- ‘weighing de- 
vice for use in production lines, and a 
monitoring device for detecting gamma 
radiations from  radio-active isotopes 
for use where flammable gases are pres- 
ent. Many new types of building ma- 
terials were also investigated. 








Five-day Lecture Program Being Ar: 
ranged for Next Sept. by Baltimore and 
Maryland Ass’ns, Fowler Chairman 

Under the joint sponsorship of the 
Association of Insurance Underwriters 
of Baltimore and the Maryland Associa- 
tion of Insurance Agents a_ five-day 
campus course will be held next Septem- 
ber at the University of Maryland, Col- 
lege Park, Md. The program is being 
arranged by F. Addison Fowler, educa- 
tional committee chairman of both asso- 
ciations. It will include lectures by out- 
standing authorities in fire insurance and 
allied lines, casualty, surety and general 
sales problems in these lines. Tuition fee 
for the course will be announced later. 
Mr. Fowler, an active figure in Balti- 
more’s insurance affairs, is vice presi- 
dent of Leonhart & Co., that city.. 





New York Board Loss 
Drops 58.3% in March 


March fire losses assigned to the 
committee on losses and adjustments 
of the New York Board of Fire Un- 
derwriters amounted to $1,781,695. 
This was a decrease of 58.3% from 
the March, 1949, figure of $4,272,645. 
For the first three months of this 
year, losses totaled $4,763,058, a de- 
crease of 39.9% from $7,918,766 re- 
ported for the same period last year. 











GAB ADVANCES ADREAN 
Ray E. Adrean, staff consultant in the 
Southwestern department of the General 
Adjustment Bureau, Dallas, Tex., has 
been advanced to assistant manager of 
the bureau’s automobile division. 
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Inland Marine School 


Tape recordings of talks by experts 
in inland marine loss problems wil! be 
flown to Spokane, Wash., from San 
Francisco for the week-long inland 
marine adjusters training school to be 
held there by the General Adjustment 
Bureau April 23-29. 

This novel adaptation of electronics 
to education will enable the bureau to 
bring the knowledge of the top men on 
the Pacific Coast direct to the training 
school even when it is held at consider- 
able distance from San Francisco, ac- 
cording to J. W. Park, manager of edu- 
cation and research. 

The talks were especially recorded for 
the school by R. J. Piro, claim superin- 
tendent, North British; W. D. Frampton, 
superintendent, inland marine depart- 
ment, Great American; R. E. Cathcart, 
inland marine department, Commercial 
Union; S. H. Buchholz, general adjuster, 
Royal- Liverpool; f, R. Jones, general 

W. O. 


adjuster, America Fore; and 
Cooper, general agent, Underwriters 
Salvage Company, all from San Fran- 
cisco. 


The Pacific Coast department of the 
bureau is currently conducting a series 
of training schools for its adjusters. Men 
are brought in groups of 20 for the 
refresher courses which are rotated in 
various cities on a long range basis to 
enable all personnel to attend. 





Lemma & O’Connor Agents 
Of Commonwealth 25 Years 


While the date of appointment of 
Lemma & O’Connor, 75 Maiden Lane, 
New York, was actually April 16, its 
twenty-fifth year of representation of 
the Commonwealth of New York was 
marked by an informal luncheon given 
by the company April 17 to Willard 
O’Connor, head of the agency. As a 
memento of the occasion Mr. O’Connor 
received an engrossed certificate of ap- 
preciation from Secretary H. B. Star- 
den, signed jointly by him and by Presi- 
den George H. Duxbury. The Com- 
monwealth was the first company taken 
on by the agency when it started busi- 
ness, 


New York Board Fetes Sheffe 


Officers and directors of the New 
York Board of Fire Underwriters gave 
a testimonial luncheon to Chris D. Sheffe, 
retired United States manager of the 
London Assurance, at the Drug and 
Chemical Club, April 14. This was in 
recognition of the many important 
capacities in which Mr. Sheffe had 
rendered service to the New York Board 
of Fire Underwriters for a long period. 
At the time of’his retirement, he was 
a member of its board of directors, com- 
mittee on finance and the committee on 
laws and legislation, and had _ served 
as a member of the committee on 
electricity for more than 10 years. 
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NAIA Names Toale to 
Educational Division 


ASSISTANT DIRECTOR IS CPCU 





Appointee Trained as Company Under- 
writer and Practical Researcher 
in Agency Field 


Eugene A. Toale, CPCU, former in- 
surance company supervisor and edu- 
cator, has been appointed assistant di- 
rector of the educational and research 
division of the National Association of 
Insurance Agents, it is announced jointly 
by O. Shaw Johnson, NAIA president, 
and L. P. McCord, chairman of the 
association’s educational committee. 

First associated with the Continental 
Fire, Mr. Toale left to join the U. S. 
Navv, where he served for five years. 
After discharge, he returned to the 
Continental as underwriter for the auto- 
mobile physical damage department. He 
later became senior underwriter for fire 
and casualty lines in the New England 
territory when the physical damage de- 
partment merged with the casualty to 
jorm the America Fore automobile de- 
partment, 

He was most recently associated with 
the Fidelity and Casualty as supervisor 
and instructor in the educational divi- 
sion of the company’s agency depart- 
ment. 

At present, Mr. Toale is also chair- 
man of the educational committee of 
the New York Chapter of the Society of 
Chartered Property & Casualty Under- 
writers and serves in a coordination and 
advisory capacity at the Insurance So- 
ciety of New York, and other institu- 
tions which train for CPC 

In commenting on the appointment, 
Mr. McCord said, “The addition of Mr. 
Toale to the staff means that the Na- 
tional Association will be able to con- 
tinue the rapid expansion of its edu- 
cational and research activity. His sound 
training in insurance education and his 
broad knowledge of the field in its 
various aspects will serve to the best 
interests of NAIA members, their agen- 
cies and their personnel.” 

Mr. Toale received his training in 
insurance education-at the Insurance 
Institute of America, the Insurance So- 
ciety of New York, and the American 
Institute of Property and Liability Un- 
derwriters. He was designated CPCU 
in 1949, 








STANDS BY ACCEPTANCE 





N. Y. Department Sees Aetna’s Automo- 
bile Mfrs.’ Output Policy “Legitimate 
Need of Insurance-Buying Public” 

The New York Insurance Department, 
in a letter addressed April 10 to the 
Joint Committee on Interpretation and 
Complaint, has refused to reconsider 
its previous acceptance of the “automo- 
bile manufacturer’s output policy” fil- 
ing made with the Department by the 
Aetna (Fire) group. 

The committee had contended pre- 
viously that this policy involved an ex- 
ercise of marine or inland marine un- 
(derwriting powers inconsistent with the 
nationwide definition and interpretation 
of the insuring powers of marine and 
transportation underwriters. The De- 
partment pointed out “common _ sense 
development of ‘all risk’ coverages is a 
legitimate need of the insurance-buying 
Dublic. The public should not be forced 
by a strained interpretation of the law 
to resort to unlicensed insurers to ob- 
tain new and broadened types of cov- 
eras ge,’ 





SPECIAL IN SOUTH DAKOTA 
_E. H. Forkel, vice president of the 
National of Hartford group at Chicago, 
announces that Paul F. Shannon has 
been appointed special agent to handle 
primarily hail operations in South Da- 
kota. Mr. Shannon served two years 
with the Rain and Hail Insurance Bu- 
reau as per diem hail adjuster before 
entering the Army Air Force in 1941, 
emerging as a pilot major in 1946. 





A. G. Borden’s Membership Drive 
Adds 50 to N. Y. Insurance Society 


Fifty new members have been added 
to the Insurance Society of New York, 
through the efforts of the faculty of 
the School of Insurance, in the mem- 
bership drive initiated by Albert G. 
Borden, former president of the society, 
just before he died on January 26. 

Walter Strauss of the Royal-Liverpool 
group brought in 15 new members—the 
highest number accredited to any one 
of the instructors—and thereby has be- 
come the winner of the “Baby Bond” 
prize. Closely following Mr. Strauss for 
most of the time was Willard J. Gentile 
of the Compensation Rating Board, who 
is responsible for 12 new memberships. 
Third in line was Lee W. Taylor of 
the Fireman’s Fund, who brought in six 
new resident members and persuaded 
a former resident member to take out 
a $100 life membership. 

Pierce J. Connelly of Johnson & Hig- 
gins and Francis T. Curran of the 
Loyalty group each brought in three 
resident members; Charles W. Lincoln 
of Johnson & Higgins introduced one 
resident and one associate member; 
Sherman Thursby was responsible for 


two resident members, and Joseph J. 
Magrath of Chubb and Son brought in 
a life member. A new resident member 
was added to the roll through each of 
the following: George I. Gross of 
Powers, Kaplan & Berger; Corydon T. 
Finn of Finn & Rebecchi; Alex Gold- 
berger of Frank Goldberger & Son; 
George S. Jones of the General Adjust- 
ment Bureau; J. G. Kelly of the Mutual 
Life. 

In order that Mr. Borden’s wishes 
might be carried out, the Insurance So- 
ciety assumed the award of the prize 
he had promised. 

The winner, Walter Strauss, has been 
with both student and instructor in the 
classes of the Insurance Society. As a 
student, he was one of the first in the 
New York- metropolitan district to be- 
come a holder of the CPCU designa- 
tion awarded by the American Institute 
for Casualty and Liability Underwriters. 
He has been an instructor for the so- 
ciety for four years. 

Mr. Strauss has been a special agent 
for the Royal-Liverpool group since 
1939, when he came here from Germany, 


where he had been a general agent of 
the group. Two years ago, he was made 
an underwriter in the foreign brokerage 
department. Born in Germany, he was 
educated at the universities of Berlin 
and Leipzig and holds the degree of 
doctor of law. 


March Loss $72,468,000; 
24.2% Rise Over February 


Fire losses in the United States rose 
sharply during March, totaling-an esti- 
mated $72,468,000, highest monthly loss 
since March, 1948, W. E. Mallalieu, 
general manager of the National Board 
of Fire Underwriters, announces. 

The March loss was one of the three 
highest monthly fire totals recorded 
during the past 20 years. The other two 
high-loss months were March, 1947, 
with $72,435,000, and March, 1948 with 
a neak of $74,236,000. 

The March total represented a 24.2% 
increase over the February fire loss of 
$58,340,000, and a 7.8% increase over 
the estimated loss of $67,218,000, for 


March, 1949. 
For the 12 months ending March 31, 
1950, losses are estimated at $669,599,- 


OCO, a decrease of .029% from losses of 
$€89,915,000, for the 12 months ending 
March 31, 1949. 

These reported losses under fire in- 
surance policies include an allowance 
for uninsured and unreported losses. 













at policy 
takes care of this? 


” Be careful! There’s more here than meets the eye! This is a tough question... 


“While driving into town to have my dog clipped by a veterinarian, I 
see a friend walking and stop to pick him up. As my friend enters 
my car my dog attacks and severely bites him. What policy takes care of this?” 








Comprehensive Personal Liability policy? Automobile Liability 


policy. Or some other policy? 


Want to kriow the answer? Ask the Advertising 
Department for “True or False” #20. You'll be surprised. 





CASUALTY - FIRE - MARINE ROYAL INSURANCE COMPANY, LTD. * THE LIVERPOOL & LONDON & GLOBE 
INSURANCE CO. LTD. « AMERICAN & FOREIGN INSURANCE CO. 
FOREIGN MARINE INSURANCE COMPANY, LTD. 
QUEEN INSURANCE COMPANY OF AMERICA + 
THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 


ROYAL-LIVERPOOL ¢ 





150 WILLIAM ST., NEW YORK 8, N. Y. 


OF AMERICA « 


EAGLE INDEMNITY COMPANY « GLOBE INDEMNITY COMPANY « ROYAL INDEMNITY COMPANY 
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Davis Answers Clark 
On “Rights of Buyers” 


CALLS ATTACKS DISCREDITABLE 





Insurance No “Commodity Service,” 
He Says, but Coniract of 
Indemnity Against Peril 





Shelby Cullom Davis, specialist in in- 
surance stocks, has replied to Ernest L. 
Clark, assistant treasurer of J. C. Penney 
Co., on the latter’s address, “Bill of 
Rights for Insurance Buyers,” given be- 
fore the luncheon meeting of Risk Re- 
search Institute in New York, Febru- 
ary 23. Mr. Davis’ letter released to the 
press through the National Board of 
Fire Underwriters, challenges Mr. Clark 
for “an attack upon a respected section 
of our business community,” meaning the 
insurance business. 

The letter follows in full: 

March 21, 1950 

Mr. Ernest L, Clark, Asst. Treas. 

J. C. Penney Co. 

330 West 34th Street 

New York City 

Dear Mr. Clark: 

I was glad to receive the full text 
of your recent address “Bill of Rights 
for Insurance Buyers.” Thank you for 
sending it to me. 

At the same time may I say quite 
frankly how deeply I deplore much of 
its contents, although perhaps uninten- 
tionally, many of your words have the 
same fighting ring as those used by 
Karl Marx in his Communist Manifesto 
of 1848 wherein he closed by urging 
“Workers of the World, unite!” 

You speak of insurance as a “com- 
modity service,” that the buyer has no 
“bargaining right”; that contracts are 
“dictated” to you; that insurance com- 
panies are “hiding” behind laws; that 
the fire branch is “behind the iron 
curtain”; that their rules are “archaic,” 
their basis for fire rates “grossly un- 
just.” Finally, you urge “buyers of in- 
surance everywhere” “to unite” — to 
“create, join and support a national 
organization of buyers.” 


A Manifesto 


You may have entitled your address 
a “Bill of Rights” but to me it is the 
dramatic, emotional and unreasoning 
language of amanifesto. It is my honest 
conviction that such an attack upon a 
respected section of our business com- 
munity has no place in our American 
way of life; that such an attack brings 
discredit upon its instigator; that such 
an attack serves to discredit business 
generally in the eyes of those who are 
always eager to detract, 

To answer each of the points you 
raised would require a very long letter 
indeed for it would have to go back to 
the fundamentals of insurance which in 
my opinion you fail to understand. In- 
surance is distinctly not a “commodity” 
service as you describe it, like a 10- 
pound sack of potatoes or a $4.98 pair 
of pants in a J. C. Penney store. It 
is essentially a contract wherein the 
seller of the contract agrees to indem- 
nify the buyer of the contract against 
certain specified perils. 

One of the great steps forward was 
taken when Insurance Departments in- 
sisted upon standard contracts. The 
logic behind this move was simple. 
One company could not make its rates 
alone for they lacked sufficient credi- 
bility. In the interest of solvency, 
which is certainly a protection to poli- 
cyholders, experience of like contracts 
was pooled and rates were based upon 
the experience of all. 

What a world of difference exists es- 
sentially in pricing insurance and in 
pricing the various products J. C. Pen- 
ney sells in its stores and which I 
patronize. You at J. C. Penney know 
your costs when you purchase your 
products from your suppliers. But only 
experience will tell whether the costs 
of an insurance company are ade- 
quately covered by the rate charged 
for the contract. 

Now as to insurance being “the only 


business in the world in which a buyer 
cannot buy what he wants but must 
buy what is offered by the seller at the 
price the seller fixes,” it appears to me 
when I enter a J. C. Penney store I 
buy what J. C. Penney offers and at 
the price J. C. Penney fixes—or I do 
not buy. If it is possible to buy tailor- 
made articles, fitted exactly to my re- 
quirements, and at exactly the price 
I choose to pay in a J. C. Penney store, 
please inform me, ' 


Stockholders Supply Money 


And who supplies the “money to run 
the insurance business”? You say 
“buyers of insurance.” That is as much 
plain nonsense as saying the customers 
of J. C. Penney supply the money to 
run your company. The stockholders 
supply the money and in this I can 
speak with some experience for our 
firm has been a member of underwrit- 
ing syndicates engaged in raising 
money for nearly a dozen insurance 
companies in the past two and one- 
half years. I do not recall a single 
instance when J, C. Penney supplied 
this much-needed capital. It is inter- 
esting to observe in passing, however, 
that insurance companies have helped 
supply J. C. Penney with the capital to 
run its business and at the end of 
1949 owned approximately 250,000 
shares of J. C. Penney stock. 

I would like to add, too, that the 
stockholders of insurance companies 
comprise most of the charitable and 
educational institutions of this country. 
We have recently taken a_ survey 
among the 117 largest university en- 
dowments in the United States. No 
less than 78 or exactly two-thirds were 
owners of insurance stocks. In certain 
instances, insurance stock holdings 
amounted to more than 8% of total as- 
sets. am sure a similar survey of 
charitable and religious organizations 
would tell the same story. 

Insurance stocks are institutional in- 
vestment stocks par excellence. By at- 
tacking insurance companies, you are 
in effect attacking the very educa- 
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tional and charitable institutions who 
are their owners. 


Economy 


A final word on expenses. Is there, 
as you allege, “no incentive under the 
present method of operation for a 
stock insurance company to be eco- 
nomical and efficient in their meth- 
ods”? My answer: no incentive other 
than every incentive in the world. It 
is out of the loss dollar and the ex- 
pense dollar that stem insurance com- 
pany profits. Certainly insurance com- 
pany management, certainly insurance 
company stockholders recognize this. 
No maxim is practiced more diligently 
than “a penny saved is a_ penny 
earned.” And as to managerial ex- 
penses, would you wish to compare the 
top and middle management salaries 
of insurance companies with those of 
J. C. Penney? 

I could say a great deal more about 
your address but I shall let it rest here. 
Believe me, I dislike to write this sort 
of letter. I enjoyed our frank discus- 
sion a year ago after your speech be- 
fore the Risk Institute and I ‘honestly 
believed we have found common 
ground. I still do not despair of this 
for I have always thought men of good 
will, with a comprehension of view- 
points, could reach at least a degree of 
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SHOULD WE “SELL’’ 


MORE INSURANCE? 


What Should the Agent Do— 
“Sell” People 
or Help Them “Buy”? 


One reason the insurance agent is “a 
good man to know” —he doesn’t sell 
people insurance, he helps them buy! 


Because people don’t like to be sold! 


They like — and appreciate — help in 
buying. 


That’s why the modern agent stud- 
ies the customer’s needs and shows 
him how insurance will meet those 
needs. The man who “knows” doesn’t 


have to sell his customers — he helps 


them buy the protection they need! 


Of course, we can’t discard the tech- 
niques of good salesmanship. We still 
need the emotional appeal of safety 
for home, business, income; we still 
need to spell insurance with a “U” 
and not with an “I”. 

But in the final analysis it’s his 
knowledge of human needs and how 
insurance can and does meet those 
needs which makes the insurance 
agent “a good man to know”. 





Ohio Farmers 
Insurance Company 


Chartered 1848 . . LeRoy, Obio 
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understanding if not of full agreement. 

My only desire is to bring about a 
better understanding between your 
viewpoint and that of the insurance 
companies, 

With the extensive background which 
is yours in insurance and the reservoir 
of good will which I am sure is also 
yours to command, such a better un- 
derstanding should be not only possible 
but probable. I hope so. 

With kindest regards, believe me 
I am, 

Sincerely yours, 


SCD/LM (Sgd.) Shelby Cullom Davis 





NAMIA PREVENTION PROGRAM 

Following a meeting of the fire pre- 
vention committee of he National As- 
sociation of Mutual Insurance Agents, 
at the group’s headquarters, Washing- 
ton, D. C., Executive Secretary Philip 
L. Baldwin has announced a_nation- 
wide fire prevention program by NAMIA 
later this year. 

The committee, headed by Chairman 
Elliott Curtiss, Stratford, Conn., held a 
lengthy discussion of details of the fire 
safety program which will be launched 
following its presentation to the associa- 
tion’s national midyear meeting, sched- 
uled for Virginia Beach, Va., May 15-17. 

Mr. Baldwin states that the plan is 
unusual and will have an outstanding 
public appeal. It will be fostered on 
a nationwide basis by the more than 
3,300 member agents throughout the 
country. Other civic bodies in the com- 
munities may be invited to participate, 
Mr. Baldwin hinted. 


TEEN - AGE DRIVER PLAN IN KY. 
Kentucky Insurance Director Spalding 
Southall has approved an increase in 
automobile liability insurance rates on 
the plan recommended by the National 
3ureau of Casualty Underwriters for 
drivers under 25 years of age. 








e 
Buying Insurance 
(Continued from Page 18) 
handle his claim except where a dispute 
occurs. Record-keeping and accounting 
matters are payroll department duties. 

Contract and court bonds of various 
kinds are required, particularly by the 
sales department. The insurance man- 
ager’s duty is to develop proper pre- 
mium rates and _ process insurance 
charges. 

In like manner, the legal department 
will cause the issuance of bonds neces- 
sary in replevin, release of attachment, 
appeals from judgment and_ similar 
matters. The insurance administrator 
sets up the machinery, and the pro- 
cedure, henceforth, is routine. 

Transportation losses appear to be 
handled with greatest facility through 
the manager’s office. But when normal 
recovery cannot be obtained from the 
carrier, collecting the loss becomes an 
insurance function and develops upon 
the insurance department. 

Plant protection and safety enginee!- 
ing are matters which the insurance ad- 
ministrator may control or which may 
be autonomous, 
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Adjustment of Fur Losses Offers 


Varied Insurance Claims Problems 


By Max BacHRACH 
New York Fur Consultant 
(Before the Inland Marine Claims Association, April 12) 


Fur losses can be generally divided 
categorically into consumer losses and 
industry losses. Consumer losses offer 
somewhat of a puzzling problem, since 
values are not standard nor can inven- 
tories be traced back to the original 
source, 

Consumer losses can be attributed to: 

1. Result of fire. 

2. Personal mishap. 

3. Total disappearance. 

Three Types of Fire Claims 

Claims for fire losses are generally of 
three types: smoke damage, water dam- 
age, heat damage. The determination 
of whether a garment is permanently 
affected by smoke odor is in direct pro- 
portion to its proximity to the fire. 
Usually, if the coat contains a heavy 
deposit of soot and smoke carbon, the 
smoke odor has been absorbed com- 
pletely by the oils in the skin which 
hold the odor tenaciously. It would re- 
quire removal of the oils and replace- 
ment with fresh oils to remove this 
odor. 

Coats some distance away from the 
seat of the fire will have a slight amount 
of smoke odor, which generally adheres 
strictly td the lining and interlining and 
is removed either by cleaning or re- 
placing of the lining. Water damage 
usually leaves the coat in a limp state 
and requires immediate drying in a 
drum and, if severe, renailing of the 
coat to its original pattern. 

Coats that have been in close touch 
with the flames will have ruined leather, 
singed hair and wet heat, all of which 
can cause either complete damage or 
enough damage to leave little salvage 
value. The nearness of the coat to the 
heated walls may cause hair to become 
crisp and shed easily. 

Repairable Mishaps 

Personal mishaps are generally easily 
repaired if they are due to ripping, tear- 
ing, Staining, soiling, or slight tobacco 
burns, and in most instances the areas 
can be replaced. Another mishap which 
occasionally turns up is improper re- 
modeling of a coat, which often re- 
quires action of law to recover from 
a furrier through subrogation of the 
Claim, 

Disappearance of the garment, either 
pea theft or forgetfulness, is one 
of the most difficult problems to solve, 
unless methods are used to obtain cor- 
rect information of the lost garment 
and its true value. 

Wholesale Losses 

Wholesale losses for the most part 
are due to fire and occasionally to hur- 
ricanes. Fire damage offers a problem 
which requires quick action as skins 
and finished garments must not lay 
around in the water too long as this 
may cause hydrolyzation of the leather, 
which means that the leather breaks 
down and falls apart. Most warehouse 
fires are of a slow creeping, smoulder 
ing type, and require large amounts of 
water to extinguish. These garments 
may either be new garments or gar- 
Mients kept in storage for customers. 
The older the garment, the greater the 
a of leather hydrolyzation. 

Water damage may be due to inunda- 
tion in fresh or salt water. Fresh water 
damage can cause a greater amount of 





difficulties than salt water, especially in 
raw skins. Salt water is a bactericide 
and if the skins are handled properly, 
no particularly bad results will be 
noticeable. 

Overland Transportation 

Overland transportation losses can be 
attributed to: (1) Overheating, which 
will cause the leather to jell and be- 
come brittle. (2) Infestation of insect 
grubs. (3) Bacterial infection. Insect 
damage sometimes brings up the ques- 
tion of inherent vice which revolves 
around a controversial point as to 
whether the insect eggs were deposited 
on the skins before the effective insur- 
ance period took place. Bacterial infec- 
tion is due to wet skins either shipped 
as green hides direct from the animal’s 
body without first having been properly 
dried, or else the skins have become 
wet either by rain, snow, or flood while 
closed up in bales, cases, or packages; 
the result of this type of damage is the 
falling out of the hairs from the in- 
fected sockets or follicles and is a per- 
manent damage in the affected areas. 

Consumer Disappearance 

In the case of consumer disappear- 
ance of garments, it is possible to as- 
certain the value and the type of gar- 
ment by using questionnaire forms for 
interrogating the assured. These forms 
can definitely state the production date 
of the garment and the type and qual- 
ity of peltries used in that garment, 
and is the subject of a new system of 
investigation which my firm is offering 
to install with insurance companies and 
others interested in fur adjustment 
losses. 

There is also a general depreciation 
in all fur garments. Some garments 
have a normal life of 10 years but most 
fur garments have a useful life of five 
or three years, depending upon the 
serviceability of the fur used in the 
garment. The depreciation rate also 
takes into consideration the change in 
style which affects not only its appear- 
ance but also the number of peltries 
used in the garment, which varies from 
year to year, as well as fading of the 
dye colors and strength of leather. 
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JEWELRY APPRAISAL SERVICE 


@ Saks-34th jewelry experts will examine and appraise all types of 
jewelry at a nominal cost to the customer. 

@ A certificate will be issued, itemizing the jewelry at the current 
retail value for insurance purposes. 


INSURANCE COMPANIES, BROKERS and their clients find this an 
invaluable service. Appraisal hours 9:30 A. M. to 6 P. M. (Thursday’s 
until 9). Saks-34th—Mezzanine Floor. 
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Baltimore Board Co-extensive 
With Maryland Association 


The Baltimore Board of Underwrit- 
ers has taken recent action to become 
co-extensive with the Maryland Asso- 
ciation of Insurance Agents, and in so 
doing has changed its name to Associa- 
tion of Insurance Underwriters of Bal- 
timore. 

The Baltimore Board’s move was 
hailed in local insurance circles, par- 
ticularly as it was the last remaining 
local insurance board which was not 
co-extensive with the state association. 
One beneficial effect of the move is an 
increase of about 50 members. 

Under the new setup William H. Day 
of Baltimore has been appointed secre- 
tary-manager of the Association of In- 
surance Underwriters of Baltimore and 
manager of the Maryland state associa- 
tion. His appointment, however, will 
not change the status of George = 
Robertson, who continues as executive 
secretary of the state association. 


With Home 25 Years 


Eight members of the Home Insur- 
ance Company celebrated their twenty- 
fifth anniversaries with the company at 
a luncheon given in their honor April 
13, at the company’s headquarters. The 
honored guests were Gladys E. Cahn 
and Caroline M. Lohrey of the auto- 
mobile department, Ethel Eden of the 
reinsurance department, Walter T. 
Ernst of the western department, Clar- 
ence Kaufmann of the eastern depart- 
ment, Clarence Nelson of the southern 
department, Rudolph Nietert of the 
marine department and Edward Weis- 
ing of the Pacific department. 


AIU CORRECTION 

The Eastern Underwriter for April 7 
carried a news story on the move by 
American International Underwriters to 
new quarters in its own building at 102 
Maiden Lane in which it was mentioned 
that the United States Fire is an AIU 
affiliate. This was an error in the pub- 
licity release and should have read 
United States Life. 





New Jersey 
(Continued from Page 23) 


and currently its secretary-treasurer 
and chairman of the finance committee, 
reported that the six months’ balance in 
the current operations account exceeds 
$20,000, an indication that the associa- 
tion’s financial condition is prosperous. 
Mr. Brooks advocated a change in as- 
sociation by-laws doing away with the 
office of secretary-treaasurer and be- 
stowing its duties upon the executive 
secretary. Mr. Neville advised that such 
a change was proper under the associa- 
tion’s constitution and the executive 
committee was authorized to make the 
change. This adds to the duties of Ex- 
ecutive Secretary Charles J. Unger, 
Clifton. With the exception of his office 
as executive secretary-treasurer which 
is a sustaining one, the other associa- 
tion officers will hold one-year terms. 

Sam Worthington, Camden, reported 
the association’s membership at 1,158, as 
an integral part of the National Associa- 
tion’s total of 27,964. 

Membership Eligibility 

An open discussion ensued on the 
requirements for membership in the 
New Jersey Association and whether or 
not an agent is eligible if he represents 
mutual companies. There was a call for 
clarification of membership require- 
ments. Fletcher of Monmouth advanced 
the thought that the presidents and 
vice-presidents of county sessions 
should attend the state association ex- 
ecutive committee meetings. Herbert A. 
Faunce, Atlantic City, a past president 
and state national director, favored this. 

Following luncheon, S. C. W. Acker- 
man, president of the Mercer County 
Association, brought greetings and 
Francis L. Potter, field supervisor of the 
Aetna Casualty & Surety, Hartford, 
addressed the gathering on “Sales Fun- 
damentals.” The principles outlined by 
Mr. Potter, whose talk is given more 
fully on another page, were: Make sell- 
ing easy, use the phone and save time, 
get down to business, make a proper 
diagnosis for the larger risk, and give 
the prospect a right to vote. 
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Dull Points to 1949 
Progress of Preferred 


IN STOCKHOLDERS’ 


REPORT 





Figures Reveal Substantial Improve- 
ment in Underwriting Record; New 
Directors Elected 
Floyd N. Dull, ‘president of Preferred 
Accident, of New York, pointed with 
pride to the 1949 progress of the com- 
pany in his recent annual report to 


stockholders and indicated that such 
progress was a forecast of satisfactory 
future growth for the company. Total 


admitted assets of the Preferred at 
the year-end were $16,069,425 compared 
with $13,971,892 at the close of 1948. Its 
premium volume, which was intention- 
ally restricted until late in 1949, 
amounted to $9,298,829 compared with 
$10,467,550 the previous year. The un- 
derwriting record, improvement in which 
was gratifying to Mr. Dull, is revealed 
in the following comparative figures: 

On a statutory basis the 1949 under- 
writing loss was $436,059 compared with 
$1,055,772 for 1948. On a case basis, the 
underwriting loss last year was $75, 333 
in contrast to $1,168,743 for 1948. 

Results of Rehabilitation Program 

Giving stockholders a closeup view of 
the Preferred’s rehabilitation program, 
Mr. Dull explained: “At the beginning 
of this program your officers intention- 
ally curtailed the annual premium in- 
come substantially to bring it into 
proper proportion with the then capital 
structure of the company. Following the 
recapitalization authorized by stock- 
holders on August 22, 1949, the Recon- 
struction Finance Corporation furnished 
the company with an additional $3,000,- 
000 of which $500,000 was added to 
capital and $2,500,000 to surplus. Our 
current need is to increase our premium 
volume with business which meets our 
present underwriting requirements. This 
the new financing is permitting us to do. 

“It is generally conceded that the 
large volume of casualty insurance, 
which taxed the capacity of underwrit- 
ers during 1946, 1947 and 1948, is level- 
ing off and becoming more normal, but 
there is every reason to believe that 
your company can attain a satisfactory 
volume of good business. Our ratio of 
operating expenses to premiums earned 
has gradually decreased and will con- 
tinue to do so. The efficiency in all 
departments has greatly improved and 
your company is capable of enlarging its 
operations in all phases with only a 
nominal increase in personnel and oper- 
ating facilities.” 

Attention was also called to the 1949 
gain from investments which amounted 
to $488,204 against $147,475 in 1948. “The 
portfolio continues to be of the highest 
quality,” said Mr. Dull. Among other 
things he stated that A. & H. business, 
once the Preferred’s mainstay as to pre- 
mium volume and profits, would receive 
special attention this year; that a well 
organized home office statistical depart- 
ment has been established which will 


Warning on Excessive 


Commissions ‘by Michael 
Harry C. Michael, vice president of 
Maryland Casualty, on April 10, ad- 
dressed a letter to branch managers of 
the company calling attention to the 
problem of excessive commissions. The 
situation has been aggravated lately, he 
said, by the growing number of requests 
from branch offices to increase commis- 
sion, and Mr. Michael expressed con- 
cern that if the situation “gets out of 
control it will become injurious to 
policyholders, producers and companies, 
and perhaps result in some form of un- 
desirable regulation.” 

Declaring that reasons are not hard 
to find, Mr. Michael said: “Premium in- 
come is falling off. To maintain volume, 
individual companies are offering pro- 
ducers attractive propositions in the 
way of excessive and contingent com- 
missions. More agents are being ap- 
pointed under tempting contracts; and 
in the fire insurance field the ‘ex- 
cepted city’ problem seems to be on its 
way back, with attendant evils.” 

Biggest point made by Mr. Michael 
was that reports from the field indicate 
a disregard by “many of our competitors 
who are not in the upper brackets,” of 
the constantly increasing commission 
costs. He therefore urged that greater 
effort be made by branch managers and 
special agents in “demonstrating differ- 
ences in the value of our service as 
compared with the additional commis- 
sions being offered by smaller competi- 
tors.” 





make available accurate figures and an- 
alyses. 

Mr. Dull then spoke of “a remarkable 
reduction in outstanding claims and 
suits’—a 1949 accomplishment which re- 
flects the company’s policy of prompt 
settlement of claims. At the close of 
last year the company had 10,386 claims 
outstanding compared with 15,404 the 
previous year-end, or a _ reduction of 
5,018. 

Finally, Mr. Dull paid tribute to “the 
business-like attitude of the RFC, the 
helpfulness of the New York Insurance 
Department and the cooperation of the 
Insurance Departments of other states.” 
He said it was also worthy of note that 
“the chief executives of the responsible 
competing companies have been grati- 
fied to see your company make such 
substantial progress.” 

During the past year the Preferred 
lost two directors by death—Sterling 
Pierson, the late vice president and 
counsel of Equitable Society, and the 
late H. Edward Bilkey, New York in- 
surance broker. George E. Tribble of 
3altimore, former vice president, treas- 
urer and director of Maryland Casualty, 
was elected to the board last November 
3. And on April 11 at the stockholders’ 
meeting two more directors were elected 
as follows: Frank O. Sargent of Salem, 
Mass., retired regional superintendent 
for New England of Employers’ Liabil- 
ity, and Lewis F. Koppang, vice presi- 
dent of the Preferred. 


D. B. Students Graduate 

From Insurance School 
100 AWARDED CERTIFICATES 
Bohlinger and Miss Donlon Speak; 


Goodwin Presides; Believed First 
DB Class To Be Graduated 








Exercises marking completion of the 
first course in statutory disability bene- 
fits insurance were conducted by the 
School of Insurance of the Insurance 
Society of New York in the board room 
of the National Board of Fire Under- 
writers, April 19. Richard V. Goodwin, 
vice president, Fireman’s Fund Indem- 
nity Co., president of the society, pre- 
sided. Mr. Goodwin expressed the be- 
lief that this was the first class to be 
graduated from a class on statutory dis- 
ability insurance. Approximately 150 at- 
tended the event. 

Speakers were Alfred J. Bohlinger, 
first Deputy Superintendent of the New 
York Insurance Department, who has 
handled the Department’s participation 
in the law since its inception, and Mary 
Donlon, chairman, New York State 
Workmen’s Compensation Board, who 
is administrator of the new law. 


Top Students Honored 


One hundred students completed the 
course and were awarded the certificates. 
The three top honor students, whose 
certificates were presented by Miss 
Donlon at the conclusion of her ad- 
dress, are: Benjamin  Dissin, State 
Fund; John S. Barnes, American 
Surety Co., and Washburn P. DeMotte, 
R. C. Rathbone & Son. 

Both Mr. Bohlinger and Miss Donlon 
stressed the fact that the philosophy 
underlying the New York law is private 
enterprise. Miss Donlon described it as 
filling the gap between the other social 
insurances. She called it significant that 
the workmen’s compensation laws, em- 
bodying the principle of private enter- 
prise, have come in for far less criticism 
than the strictly social unemployment 
and old age and survivors’ benefits cov- 
erages and expressed satisfaction that 
the New York disability benefits law 
follows the workmen’s compensation 
pattern. 

Miss Donlon predicted that the new 
law will bring about better industrial- 
labor relations because it is the result 
of composite thinking rather than the 
opinion of any one person or group. 

Miss Donlon was honor guest at a 
luncheon following the exercises. 


Put Bomb in Suitcase With 


Intent to Explode Plane 


With the intent of killing his family 
embarking on an airplane at Los An- 
geles, to say nothing of all the other 
passengers, John H. Grant, an aircraft 
engineer, on Monday checked a grip 
containing an incendiary time bomb. 
few minutes before the airplane was 
scheduled to leave he suddenly changed 
his mind and shouted what he had done. 
The bag was opened and the bomb 
taken out just in time. Grant had 
bought $25,000 worth of machine coupon 
insurance on his family. It was a nar- 
row escape for the 15 passengers on 
the plane. Grant claimed his debts had 
so terrified him he wanted a way out 
of his financial difficulties. Police say 
he was in love with a stewardess and 
wanted eventually to marry her. 





Falvey Gives Report on 
Massachusetts Bonding 


HAD 1949 UNDERWRITING GAIN 


Premiums Developed by Payroll Audits 
Down; Company’s Business Expected 
to Expand Through Two New Lines 


Wallace Falvey, president, Massa- 
chusetts Bonding & Insurance Co., in his 
annual report to stockholders, said that 
after two years of a statutory under- 
writing loss, the company, in 1949, had 
a statutory underwriting gain of $612.1 ()3. 
This compares with underwriting losses 
of $387,321 in 1948 and $1,938,734 in 1947, 

“We indicated in our 1948 report,” 
Mr. Falvey said, “that insurance pre- 
miums on new business had commenced 
to level off and that prognostication 
proved to be correct. Our premium writ- 
ings showed a decrease of $932,104 for 
1949, all of which was accounted for by 
the fact that premiums developed on 
audits of payrolls were $1,176,669 less 
than the previous year. Returned pre- 
miums on audit policies were caused by 
rate decreases in a large number of 
states and reduction in employment in 
some sections of the country in certain 
industries. There has been an increase 
in benefits under the compensation acts 
of several states, particularly in Massa- 
chusetts without, we believe, a sufficient- 
ly corresponding rate increase to cover 
these contingencies. 

Conditions Are Unsettled 

“We believe unsettled conditions coun- 
trywide in many lines of business will 
show a further decrease in premiums 
developed by audit during the current 
year. As a further offset to decreased 
premiums developed by audit, however, 
our business should expand in two lines 
we are now licensed to write, namely, 
automobile physical damage and the so- 
called cash sickness benefit coverage 
under the disability benefits law in New 
York and other states. This undoubt- 
edly will be extended in several other 
states, including Massachusetts, which 
have such proposals under consideration. 

“We are qualified to write automobile 
physical damage coverage in all but one 
state. This insurance includes fire and 
theft in addition to collision coverages 
previously written. We are undertaking 
this form of risk primarily to be of 
greater service to our agents and in- 
sureds who prefer one so-called ‘pack- 
age’ policy covering hazards incidental 
to the ownership of motor vehicles. 

“The present level of higher costs of 
operations still continues. This increase 
in expense ratio is one of the major 
problems of our industry at the moment. 
There probably will be a further in- 
crease in expense in 1950 due to the new 
wage and hour -regulations. Most com- 
panies have completed their post-war 
expansions. They have stabilized, as far 
as they can, their prices and are seeking 
economies through fewer workers witli 
greater efficiency. 


General Costs Increase 
“Country-wide, we had 81 fewer em- 
ployes at the end of 1949 than we had 
at the end of 1948, and though our 
general costs continue to increase, we 
are pleased to report that this increase 
amounted to but $78,179 over the pre- 
vious year. Although there was a de- 
crease in premium writings as indicated 
above, the ratio of acquisition and man- 
agement expense to premiums written 

(Continued on Page 34) 
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F. & D. Honors Two 
40-Year Veterans 


E. M. SMITH AND G. R. HOWELL 





Luncheon for V. P. in Charge of Con- 
tract Bond Dept. and Fidelity Bond 
Manager; Their Careers 





Two Fidelity & Deposit veterans, each 
with 40 years of service with .the com- 
pany to his credit, were guests of honor 
at a recent luncheon party commemorat- 
ing their respective anniversaries, held 
in the Emerson Hotel, Baltimore. They 
are E. Milton Smith, vice president and 
head of the F. & D. contract bond 
department, and G. Robert Howell, 
manager of the home office fidelity 
department. Attending the affair in 
their honor were 14 executive officers 
and department heads including Beverly 
H. Mercer, who was recently elected 
president of the F. & D. 

Appropriate recognition was given to 
the varied and interesting careers of 
the guests of honor. 

Vice President Smith, a native Bal- 
timorean, has held positions of respon- 
sibility in no less than six major de- 
partments of the company. He started 
as a clerk in the comptroller’s depart- 
ment and later, after serving in the 
Atlanta branch office as auditor and 
adjuster, he was assigned to the home 
office claim department. He then took 
the night law school course at Uni- 
versity of Maryland from which he was 
graduated in 1924. Admitted to the 
Maryland bar, he assumed the duties of 
a home office claims attorney, serving 
in this capacity until 1929. 

Rapid Promotion Thereafter 

In that year Mr. Smith received a 
new assignment as a contract bond un- 
derwriter. Promotion came rapidly there- 
after, first to the post of superintendent 
of his department’s central division; 
then to manager, public official division 
of the public official-depository depart- 
ment; next to assistant secretary, fol- 
lowed by transfer to the production 
department, now known as agency. 

In January, 1937, eight years after 
leaving the contract bond department, 
Mr. Smith returned as its manager. He 
has been there ever since, and was 
elected vice president in charge in June, 
1948. His absorbing interest is the con- 
tract bond business. This is reflected in 
the time he gives to industry affiliations 
such as the Bureau of Contract Infor- 
mation of which he is a director; the 
contract bond committee of the Surety 
Association of America whose meetings 
he attends on behalf of the F. & D,, 
and the surety advisory committee, As- 
sociation of Casualty & Surety Compa- 
nies, on which he serves as adviser on 
contract bond matters. He is also a 
member of the Bar Association of Bal- 
timore City. 

Mr. Smith’s hobbies include contract 
bridge, the theatre and sports. 

G. Robert Howell’s Background 

Mr. Howell joined the F. & D. im- 

mediately after his graduation from 
Baltimore City College in 1910. His 
first position was as a stenographer in 
the fidelity department from which he 
was later transferred to the bank bond 
division. In 1924 upon the resignation 
ot William A. Lauten as superintendent 
of that division, Mr. Howell was pro- 
moted to succeed him. About that time 
he further rounded out his education 
by taking two years of study at Johns 
Hopkins University. 
_ Mr. Howell’s next advancement came 
m 1929 when Edgar F. Foster was 
transferred to the New York branch 
oilice as manager and his home office 
Post as assistant manager, fidelity de- 
partment, was filled by Mr. Howell. He 
was given further recognition by elec- 
- to assistant secretary of the com- 
any, 

Mr. Foster was promoted to vice 
President in February, 1945, and in turn 
Mr. Howell was made manager of the 
fidelity department, a position he has 
capably filled ever since. 

If Mr. Howell had fulfilled his boy- 





Feer Will Visit U.S.A. 


H. ERNEST FEER 


H. Ernest Feer, a manager at the head 
office in Switzerland of the Accident & 
Casualty Insurance Co. of Winterthur, 
will arrive in New York at the end of 
April to spend a few weeks in this 
country. He plans to use his time to 
make a study of present insurance con- 
ditions in the United States and to visit 
his friends in the insurance business in 
New York, New England and Philadel- 
phia. For many years, Mr. Feer was 
associated with Robert van Iderstine and 
subsequently and became a vice presi- 
dent in the Corroon & Reynolds organi- 
zation. He gave up this position to 
return to his native country, Switzer- 
land. His son was graduated from Dart- 
mouth College last June “magna cum 
laude” and Phi Beta Kappa. 


Sears, Roebuck & Co. Sues 
Florida Firm for $910,342 


Sears, Roebuck & Co., Chicago mail 
order firm, has entered suit in District 
Court in Miami, Fla., to force the Fed- 
eral Title & Insurance Co., Miami 
Beach, to pay damage claims of $910,342. 
It is alleged that the title and insurance 
company sold Sears, Roebuck a multi- 
million-dollar policy covering the com- 
pany’s property in 40 states and Cuba 
and Hawaii for an initial premium of 
$800,139, but that since the policy went 
into effect January 31, 1949, has failed 
to pay the claims mentioned in the suit. 

During that period, the suit states, 
losses from fire, windstorm, earthquake, 
and other causes have been suffered. 
Greatest loss was $293,645 from fire at 
Mobile, Ala. Other losses included $118,- 
500 from a fire in Elwood, Ind., and 
$112,918 from an earthquake in Seattle. 


AETNA’S DISABILITY MEETING 

Henry Beers, vice president, Aetna 
Life, addressed representatives of 
Aetna Life’s Group department of 
Greater New York, Wednesday, on the 
company’s plans for writing policies un- 
der the new disability benefits law of 
this state. 











hood ambition he would have become 
a locomotive engineer. He has never 
lost his fascination for trains and rail- 
roading. His present pastime is teach- 
ing a bible class in the Community 
Church at Halethorpe Village, near Bal- 
timore, which has 140 members. He took 
the assignment over 10 years ago on a 
temporary basis and liked it so well 
that he has kept at it ever since. He 
has missed only five Sundays in 10 years. 

Mr. Howell is proud of the fact that 
his pastor, Rev. L. W. Ketchan, was 
recently called by the Pocket Testament 
League of New York for a _ three 
months’ assignment in Japan to teach 
the Gospel there. 


Chicago Insurance Day 
Program Ready for May 4 


W. W. Hamilton, manager of the 
Chicago Board of Underwriters, has an- 
nounced completion of the program of 
speakers for Chicago Insurance Day, 
May 4, at the Palmer House. With the 
theme of “better service to the insuring 
public,” this meeting is expected to 
attract an attendance of 1,000. Lunch- 
eon speaker will be William L. Shirer, 
author and news commentator, whose 
subject will be “Where Are We Go- 
ing?” Countess Maria Pulaski will be 
the banquet speaker. Other speakers 
and their subjects are as follows: 

W. F. Kuffel of Kuffel, Eggert & 
Co., on “Business Interruption Insur- 
ance”; W. A. Simonson, assistant mana- 
ger in Employers’ Group western de- 
partment, on “Comprehensive General 
Liability Contracts vs. Old Time Liabil- 
ity Contracts”; Nels A. Ulseth, secre- 
tary, Bronson, Dennehy & Ulseth, on 
“Provisions of Fire Coverages We 
Should Know More About”; Robert D. 
Hodson, superintendent of Zurich’s 
casualty sales department, on “The 3-D 
Policy”; Corlett T. Wilson of Wilson 
& Wilson, Rockford, Ill, on “Get in or 
Get Out.” 

In addition Ben H. Groves, manager, 
life and accident department, Travelers, 
will speak on “Why You Should Sell 
Accident Insurance”; Robert Kegley, 
manager, life and accident department, 
Moore, Case, Lyman & Hubbard, on 
“Life Insurance as a Valuable Addition 
to General Producers”; and P. G. Leen, 
Chicago manager W. H. McGee & Co., 
on “Comparison—Personal Property 
Floater with Fire and Extended Cover, 
Residence and Outside Theft.” 

The committee in charge is headed by 
Donald Aleshire of Parker, Aleshire & 
Co. 





Mutual Casualty Bureau 
Drops Installment Rule 


The Mutual Casualty Insurance Rat- 
ing Bureau has eliminated the install- 
ment premium rule from its automobile 
manual in New York State. 

The bureau took the action after 
Superintendent of Insurance Robert E. 
Jineen ruled that he did not have the 
power to regulate the extension of 
credit by insurance companies. The Na- 
tional Bureau of Casualty Underwriters 
has the matter under consideration. 





WILL CLOSE DETROIT OFFICE 

Insurance Commissioner David A. 
Forbes of Michigan has announced that 
the prospect of a reduced appropriation 
for the Michigan Department for the 
coming year has forced the closing of 
the Department’s Detroit office. The 
Department has operated a service of- 
fice in Detroit for a number of years 
and it has been the custom of the 
Commissioner to spend a day there 
weekly due to the fact that much of 
the Department’s activity has had its 
origin in Detroit. 





INSURANCE LAWYERS TO MEET 


The National Association of Insurance 
Attorneys will hold its annual conven- 
tion in Des Moines this week. A lunch- 
eon and reception will be held tomorrow 
with home office claim executives and 
branch office superintendents as guests. 
Banquet speaker will be John F. Hynes, 
president, Employers Mutual Casualty. 
Glenn R. Dougherty of Milwaukee is 
president of association. 





NICHOLSON SUCCEEDS WILSON 


A. Lee Nicholson, Jr., has been ap- 
pointed manager of the fidelity depart- 
ment of Maryland Casualty Co. Mr. 
Nicholson came with the company in 
1918. In 1943, after 25 years as an un- 
derwriter in the fidelity department, he 
was appointed assistant manager of that 
department. He succeeds the late Leslie 
S. Wilson. 


Suburban N. Y. Agents 
Hold Annual Meeting 


ALSO STATEN ISLAND INS. DAY 





Panel Discussions on DBL, Fire, Casu- 
alty and Bonding Changes, Trends 
Feature April 19 Gathering 





The annual meeting of the Suburban 
New York Association of Insurance 
Agents, Inc., was combined with Staten 
Island’s Insurance Day on Wednesday, 
April 19, and resulted in a fine attend- 
ance of agents who gathered at the 
Richmond County Country Club, Staten 
Island, for a full afternoon of panel 
discussions on current trends, new cov- 
erages and rate changes in the fire, 
casualty and fidelity-surety fields. Join- 
ing with the Suburban New York 
members were the Richmond County 
Association of Local Agents and the 
Insurance Women’s Club of Staten 
Island. Keynote of the gathering was 
“Bringing You Up-to-Date.” 

Following the annual business meet- 
ing of the Suburban New York Asso- 
ciation at 1 p.m. the panel discussions 
got under way. Clarence Rauter, di- 
rector of education and research, Na- 
tional Association of Insurance Agents, 
Inc., was the moderator. 

In keeping with the keen interest 
shown by producers in New York’s dis- 
ability benefits law, this subject was 
No. 1 in importance on the agenda. 
Speakers were Fred T. Corby, manager, 
personal accident department, Home In- 
demnity Co., and Joseph A. Neumann, 
Jamaica, L. I. agency president, who is 
executive vice president, New York 
State Association of Insurance Agents, 
Inc. Having served as the producers’ 
representative on the All-Industry pol- 
icy forms subcommittee for DBL, Mr. 
Neumann was fully conversant with the 
new law’s coverage requirements. In 
turn, Mr. Corby brought the agents up- 
to-date on the technical phases of the 
law and its operation. 


Fire and Casualty Insurance Speakers 


Fire insurance was represented in the 
panel discussion by Frederick W. 
Doremus, manager-secretary of Eastern 
Underwriters Association, and Russell 
M. L. Carson, national counsellor, New 
York State Association of Insurance 
Agents. Both received a warm welcome 
from the Suburban New York agents. 

Similarly, the audience responded with 
the enthusiasm to the efforts made by 
Roy A. Duffus of Rochester, president 
of the state association, and William 
J. Heinrich, assistant secretary, Na- 
tional Bureau of Casualty Underwriters, 
to bring them up-to-date on casualty 
insurance developments. Specifically, 
Messrs. Duffus and Heinrich discussed 
suggested changes in the various policy 
forms and manuals involving casualty 
lines. These changes, Mr. Duffus ex- 
plained, are the result of an NAIA 
questionnaire survey among the 48 
state associations which will be the 
basis for the agenda of a meeting which 
the National Association’s casualty com- 
mittee (of which he is chairman) will 
have with the National Bureau later 
this month. As guidance for this meet- 
ing, Mr. Duffus was anxious to get 
reactions from agents in the suburban 
and Staten Island area. 

Final panel speaker was John P. 
Madigan, bonding manager in Mary- 
land Casualty’s New York office, who 
gave a closeup view of fidelity and 
surety trends and improvements in 
coverage made during the past year. 

Charles P. Butler, former executive 
vice president of the NAIA, was the 
guest speaker at the dinner which 
brought this annual meeting to a fitting 
close. 





INSPECTION BUREAU MOVES 

The Graham Inspection Bureau, New- 
ark, N. J., has moved its offices to the 
Fidelity Union Trust Building, Spring- 
field and Belmont Avenue. 
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Liability Revisions 
Effective Nationwide 


OTHER FORMS ARE _ REVISED 


National Bureau Also Announces Two 
New Combination Personal Lia- 
bility Automobile Coverages 


The National Bureau of Casualty Un- 
derwriters announces that countrywide 
revisions of rates for several general 
liability lines and amendments of classi- 
fications and underwriting rules, previ- 
ously announced, became effective April 
17, except in Hawaii and Texas where 
they will be effective May 1, and June 
1, respectively. 

The bureau also announces, to be ef- 
fective the same dates, revised policy 
forms for comprehensive personal lia- 
bility and farmer’s comprehensive per- 
il liability insurance and two new 
combination personal liability automo- 
bile policies. These are: (1) Compre- 
hensive personal liability and basic au- 
tomobile liability and physical damage 
policy, and (2) farmer’s comprehensive 
personal and comprehensive automobile 
liability policy. 

Rate Level Changes 


sonal 


The revised rates for the general lia- 
bility lines result in the following rate 
level changes: 

For manufacturers’ and contractors 
bodily injury liability insurance, the re- 
vised rates result in an average reduc- 
tion of 184% in the countrywide rate 
level. The rate levels are reduced in all 
territories except California and District 
of Columbia where rate level increases 
of 5.7% apply. 

For owners’, landlords’ and tenants’ 
bodily injury liability insurance, the rate 
changes apply, with certain exceptions, 
to the miscellaneous classifications rated 
on a receipts, admissions, unit or similar 
basis, but not to classifications rated on 
an area and frontage basis, the rates 
for which were revised in 1949. The 
revised rates result in an average re- 
duction of 19.4% in the countrywide rate 
level, excluding New York State. The 
rate levels are reduced in all territories 
except in New York City where an in- 
crease of 35.1% applies and in the re- 
maining New York State territories 
where an increase of 10% applies. 


Apply to All Classifications 


For owners’, landlords’ and tenants’ 
property damage liability insurance, the 
rate changes, with a few exceptions, ap- 
ply to all classifications including the 
area and frontage classifications, and in 
all states except New York where only 
the apartment. or tenement house and 
boarding or rooming house classifica- 
tions in Greater New York are effected, 
the rates being reduced 25.0%. For own- 
ers’ or contractors’ protective bodily in- 
jury and property damage insurance, the 
rate changes apply to a majority of 
classifications and result in a reduction 
of 25% in the countrywide rate level. 

For contractual liability insurance, the 
rate changes apply to a few classifica- 
tions and result in a reduction of 25% 
countrywide for bodily injury liability 
insurance and 3314% countrywide for 
property damage liability insurance. 

The following important changes in 
underwriting rules and classifications are 
included in these revisions: 

Discount Is Reduced 


The discount for policies written on 
a three-year pre-payment plant basis 
has been reduced from 124%% to 10%, 
resulting in a uniform discount for such 
policies throughout the country. A fur- 
ther change affecting three-year policies 
written on an installment basis without 
discount provides for equal annual in- 
stallments to replace the present 40-30- 
30 installment basis. These changes af- 
fect the contractual, elevator and own- 
ers’, landlords and tenants’ liability man- 
uals. 

The rules for manufacturers’ and con- 
tractors’ liability and owners’, landlords’ 


and tenants’ liability insurance relating 
to the separate rating of structural al- 
terations, new construction and demoli- 
tion operations have been modified so 
as to require that only operations which 
involve new construction, changing the 
size of or moving buildings or other 
structures or demolition work be sepa- 
rately rated. This should avoid contro- 
versy over interpretation of the term 
“structural alterations” and results in 
broadening of the basic premises cover- 
age without additionalspremium charge, 
the bureau says. 

The owners’, landlords’ and tenants’ 
liability classification for Federal and 
local housing projects has been broad- 
ened to include such projects financed 
by state governments. 


Separate Pages Issued 


Separate pages containing manufac- 
turers’ and contractors’ liability rates 
and minimum premiums for all classifi- 
cations have been issued for each state 
and _ territory. 

The comprehensive personal liability 
and farmer’s comprehensive personal 
liability rules have been broadened in 
several respects without additional pre- 
mium charge. The definition of “in- 
sured” now includes employes of the 


insured with respect to farm tractors 
and trailers and self-propelled or ani- 
mal-drawn farm implements. The ex- 


clusion relating to watercraft is amended 
so that coverage is now provided for all 
boats not exceeding 10 horse power or 
greater than 25 feet in length. The 
operation of automobiles by independent 
contractors for non-business purposes of 
an insured is included. 

Exclusions relating to injury or sick- 
ness of employes or other persons, for 
which benefits are payable under a 


workmen’s compensation law, have been 
clarified to indicate that only injury or 
sickness sustained while such employes 
or other persons are engaged in their 
employment are excluded. The purpose 
of this change is to make clear that it 
is the intent to include coverage for 
injuries sustained by any employe or 
other person during non-working hours 
even though he may be entitled to bene- 
fits under a non-occupational disability 
law. Coverage for payment of non- 
occupational disability benefits is, of 
course, not included. The comprehen- 
sive personal liability rules have been 
amended editorially to follow more 
closely the language of the farmer’s 
comprehensive personal linbility rules 
and have been broadened to include 
farm tractors and trailers not subject 
to motor vehicle registration and farm 
implements. 
Policies Are Condensed 


The comprehensive personal liability 
and farmers’ comprehensive personal 
liability policies have been condensed, 
simplified and editorially reworded in 
several particulars to conform to latest 
revisions of other policies without 
change in underwriting intent. In addi- 
tion, the policies incorporate the re- 
visions made in the rules. The new 
policies mentioned above are combina- 
tions of the revised comprehensive per- 
sonal liability and farmer’s comprehen- 
sive personal liability forms, respec- 
tively, with the latest automobile poli- 
cies. Certain amendatory endorsements 
for use with the present policies have 
also been developed by the bureau to 
ease the transition from the old to the 
revised policies. Other existing endorse- 
ments have been revised to incorporate 
changes required by the revised poli- 
cies. 
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AMA Insurance Group 
Plans New York Meeting 


GALLAGHER WILL BE IN CHARGE 


Will Discuss Disability Benefits Laws, 
Business Interruption and Dishonesty 
Insurance and Other Items 


The American Management Assvcia- 
tion announces that its insurance diyi- 
sion will’sponsor a meeting of company 
insurance managers and executives in 
New York, May 22 and 23, to discuss 
the following six subjects shown by an 
AMA survey as major problems of husi- 
ness insurance today: 

How to operate under temporary dis- 
ability benefits laws which require em- 
ployer payments for employes absent 
from work because of illness, injuries 
and similar causes. 

How much business interruption in- 
surance is necessary today and how can 
losses from interruptions be calculated. 

How to get better coverage from “dis- 
honesty” insurance in view of the avyail- 
ability of broader fidelity and forgery 
policies. : 

The effect of state and Federal regu- 
lations upon the insured. 

How to assure maximum recovery of 
losses from property damage. 

How to develop and administer a 
comprehensive insurance program for 
small and medium size companies. 


Gallagher in Charge 


The five sessions of the two-day meet- 
ing will be held in the Hotel Statler. 
Agenda for the meeting is being pre- 
pared from the survey results by Rus- 
sell B. Gallagher, AMA vice president 
in charge of the insurance division, and 
manager, insurance department, Philco 
Corp., Philadelphia. 

Assisting Mr. Gallagher are the fol- 
lowing members of the planning council 
of AMA’s insurance division: 

R. S. Bass, treasurer, A. E. Staley 
Manufacturing Co., Decatur, Ill.; R. M. 
Beckwith, assistant to the president, 
Insurance Executives Association, New 
York; Kenneth C. Bell, vice president, 
Chase National Bank, New York; E. T. 
Berquist, insurance manager, Pure Oil 
Co., Chicago; Kenneth F. Beyer, as- 
sistant insurance manager, Anaconda 
Copper Mining Co., New York; Ralph 
H. Blanchard, School of Business, Co- 
lumbia University, New York. 


Other Members of Council 


Also, G. C. Bonstelle, second vice 
president, Lumbermens Mutual Casualty 
Co., Chicago; J. F. Burke, vice presi- 
dent and manager, Coast Service Co, 
San Francisco; R. D. Constable, mana- 
ger, insurance department, Niagara 
Hudson Power Corp., Syracuse, N. Y:; 
Eugene Dougherty, insurance manager, 
Anheuser-Busch, Inc., St. Louis; H. H. 
Hook, manager, insurance section, Kop- 
pers Co., Inc., Pittsburgh; Roy L. Jaco- 
bus, manager, insurance department, 
Ford Motor Co., Dearborn, Mich. 

Also, William F. Lund, assistant treas- 
urer, insurance, Gulf Oil Corp., Pitts- 
burgh; Paul H. Schindler, manager, in- 
surance department, Youngstown Sheet 
& Tube Co., Youngstown, Ohio; Wal- 
ter M. Sheldon, vice president, W. A. 
Alexander & Co., Chicago; Herbert P. 
Stellwagen, executive vice president, In- 
demnity Insurance Co, of North Amer- 
ica, Philadelphia; Carl A. Sundberg, 
secretary, American Locomotive (0. 
New York; George C. Wagner, insurance 
manager, Scott Paper Co., Chester, Pa. 


Baltimore Binder Club Has 
Engaged Mackall for Course 


Luther E. Mackall, surety educator 
and former vice president of National 
Surety Corp., has been engaged by ‘he 
Binder Club of Baltimore, Inc. to give @ 
series of bonding lectures during ‘he 
week May 8-13 inclusive. Arrangements 
are being made by Lawrence R. Houston, 
Baltimore manager of O’Hanlon_ ke- 
ports, Inc., who is the club’s educatic ial 
chairman. 
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AIUC Appoints Stempel 


Blackstone Studios 
ERNEST E. STEMPEL 


American International Underwriters 
announces the appointment of 
Stempel as assistant secre- 


the agency, foreign deposit and rein- 


F surance 


e department. This department 
was directed by L. C. Richardson, Jr. 


| prior to his election as vice president 
; and manager of the casualty underwrit- 


| ing department. 


Mr. Stempel, in addi- 


' tion to his new duties, will continue in 


his ‘present post of assistant to E. A. 
G. Manton, president of the corporation. 
Immediately after his graduation from 


Manhattan College in 1938, Mr. Stempel 


F joined 
; served in various capacities in its New 
| York office, with the exception of war- 


the AIUC and since then has 


time service in the United States Navy, 


' from which he was released with the 


| rank of lieutenant (s.g.). 


Mr. Stempel 


_ holds the degrees of Bachelor of Laws 


(Fordham University): and Master of 


| Laws and -Doctor of Juridical Science 
| (New York University) and is a member 


of the New York State Bar. 





INDEPENDENTS PLAN MEETING 





Cartwright, Gibbs, General Wainwright, 


Pieringer, Higgins and Morrill Slated 
for San Antonio Sessions 
The regional meeting of the National 
Association of Independent Insurers 
will get under way on April 20 at the 


| Plaza Hotel in San Antonio, Tex., with 


Levering Cartwright managing editor of 
the National Underwriter, as the fea- 
tured speaker. His topic will be “In- 
surance and the Federal Government.” 


; Mr. Cartwright’s talk will be delivered 


B fh\e.ce.ee 


ee 


ata luncheon on April 20. 
Other speakers on the program include 





MORE AUTO RATES ARE CUT 





State Farm Mutual Cuts Rates Ranging 
Up to 30% in 11 States on B.I., P.D., 
Comprehensive and Collision 

Rate cuts ranging up to 30% on auto- 
mobile insurance policies in 11 states 
are announced by the State Farm Mu- 
tual Automobile Insurance, Blooming- 
ton, Ill. Rate cuts have already been 
announced in Illinois, Missouri and Ne- 
braska. 

States affected, and the effective dates 
of the reductions, are: Idaho, and 
Washington, April 15; Arizona, Arkan- 
sas, Georgia, Iowa, Kentucky, New 
Mexico, Utah and Wisconsin, April 16; 
Oregon, April 23. 

The cuts are as follows: 

Idaho, bodily injury and_ property 
damage, 10% to 20%; comprehensive, 
15% to 25%; collision as much as 22%. 

Washington, comprehensive, 10%; col- 
lision, up to 15%. 

Arizona, comprehensive, 10%; 
sion, up to 20%. 

Arkansas, bodily injury and property 
damage and collision, up to 20%; com- 
prehensive, 20%. 

Georgia, bodily injury and property 
damage, up to 30%; comprehensive, up 
to 25%; collision, 15% to 30%. 

Iowa, comprehensive, 10% to 25%; 
collision, 10% to 15%. 

Kentucky, comprehensive and _ colli- 
sion, up to 20%. 

New Mexico, comprehensive, 10% to 
25%; collision, up to 10%. 

Oregon, bodily injury and property 
damage, up to 6%; comprehensive, 10% 
to 15%; collision, 10% to 25%. 

Utah, comprehensive and collision, up 
to 15%. 

Wisconsin, bodily injury and property 
damage, up to 10%; comprehensive, 
10% to 20%; collision, up to 15%. 


colli- 





STANDARD NAMES 2 IN FIELD 
Harry E. Richardson has been named 


field representative at the Chicago 
branch of the Standard of Detroit 
Group. Gerald J. McMillan has been 


established in the same capacity at the 
company’s New England branch in Bos- 
ton. They will specialize in bond pro- 
duction, 





Casualty Insurance Commissioner J. P. 
Gibbs of Texas and General Jonathan 
M. Wainwright of San Antonio. Joe 
S. Pieringer, secretary of Commercial 
Standard Insurance Co., Fort Worth, is 
scheduled for an address on “Statistics 
for Management” for the first afternoon 
of the program. 

Deputy Superintendent James J. Hig- 
gins and former Deputy Superintendent 
Thomas C, Morrill of the New York In- 
surance Department will be featured on 
the second day, April 21, in a full 
length discussion of uniform accounting. 

Over 150 advance registrations have 
been received for this regional meeting 
of the NAII and according to indications 
nractically all of the Insurance Depart- 
ments in the south and southwest will 
be represented. 





NO AGE REDUCTION OF BENEFITS 
NO MID-TERM CANCELLATION 
NO 30-DAY WAITING PERIOD 


NEW JERSEY 
Write 


WILLIAM FORD 
Raymond Commerce Bldg. 
11 Commerce St. 
Newark, N. J. 











The HOOSIER CASUALTY COMPANY, Indianapolis 


Porro 


“THE HOOSIER” writes- 
INDUSTRIAL—COMMERCIAL—-FRANCHISE—-GROUP 
ACCIDENT, HEALTH AND HOSPITAL POLICIES 
WITH THESE OUTSTANDING FEATURES: 

NO AGE TERMINATION HOSPITAL-SURGICAL TO AGE 75 


BLANKET ACCIDENT EXPENSE 

NURSE HIRE AT HOME 

CASH INDEMNITY ON A "PAY" BASIS 
AND MANY OTHERS 


You Have A Good Company If You Represent 
“THE HOOSIER" 


For a Contract in 
PENNSYLVANIA 
Write 
EARL S. FULLER - 


127 S. Third St . 
Harrisburg, Pa. 


WEST VIRGINIA 
Write 


W. H. HELMICK 
428 Empire Bidg. 
larksburg, W. Va. 

















NON-CANCELLABLE and GUARANTEED RENEWABLE 
HEALTH and ACCIDENT INSURANCE 


LIFE INSURANCE 


GROUP LIFE and GROUP DISABILITY INSURANCr 





INSURANCE YCOMPANY 
WORCESTER - MASSACHUSETTS 


isiicensed and does business in the 48 states, the District of Columbia and Hawaii 





WANT UNIFORM ZONE ACTION 





Commissioners’ Chief Examiners’ Organ- 
ization Note Lack of Progress in 
Correcting A, & H. Conditions 


In connection with the Zone 4 meet- 
ing of the National Association of In- 
surance Commissioners at Chicago April 
12-14, the chief examiners’ organiza- 
tion of the delegation considered a num- 
ber of accident and health problems. 

Discussion of reserves on accident and 
health business brought the consensus 
that in many cases A. & H. loss ratios 
are unrealistic and misleading because 
of such factors as large volume of new 
business, waiting period, and the favor- 
able business cycle of the present. It 
was the view of the examiners that on 
the basis of past experience, losses will 
increase considerably if economic condi- 
tions change; therefore reserve for fu- 
ture losses should be provided now 
while losses are favorable. 

Even though most A. & H. policies are 
cancellable, it was remarked, there can- 
not safely be the assumption that the 
problem would be met merely through 
cancellations. The examiners feel that 
because of the pressure which is on the 
companies to provide coverage in lieu 
of Government insurance, they will not 
be able to adopt underwriting rules 
which would cut off policyholders merely 
because they are approaching the age 
when claims are more frequent and 
severe. 

Lack of progress since adoption of the 
policy experience exhibit which was 
sponsored by Zone 4 was noted, This 
was to have been just a beginning, it 
was said, and the basis for necessary 
action to correct conditions which are 
dangerous to the A. & H. business, to 


Issues Direct Sales Booklet 

Maryland Casualty Co. has issued a 
comprehensive guide to direct mail ad- 
vertising, titled “Let the Mailman Be 
Your Salesman.” Opening with a short 
outline of the value of the direct mail 
sales letter, the eight-page booklet con- 
tinues with a detailed discussion of 
the five major steps in a properly organ- 
ized direct mail campaign: the mailing 
list, attractive appearance, writing the 
letter, mailing the letters and continuity 
and follow-up. 


KEMPER BUILDING IS NAMED 

The directors of Lumbermens Mutual 
Casualty Co., which purchased the Opera 
Building in Chicago a little over a year 
ago, have changed the name of the office 
building section to Kemper Insurance 
Building, effective May 1. No change 
will be made in the name of the Opera 
House. 








the whole insurance industry and to state 
supervision as well. The general feeling 
was expressed that the rate organization 
of the zone would continue with this 
project. 

The organization recommended that 
the Zone 4 Commissioners take action 
for continuance of the work, because of 
the apparent interest of the Federal 
Government in the A. & H. line and the 
dangers of possible insolvency which 
may face some companies. The view 
was officially expressed that uniform ac- 
tion by the states in Zone 4 is more 
desirable in the public interest than 
individual action. : 

State Departments comprising Zone 4 
are Illinois, Indiana, Iowa, Michigan, 
Minnesota, Wisconsin and the Dakotas. 





FRANK M. CARDIFF 
Casualty Underwriter 


~~ Soins 


Cisuitr Company 


Announces the Opening 
April 3, 1950 
. of the 
JACKSONVILLE BRANCH OFFICE 
8th Floor, Atlantic National Bank Annex Bldg. 
Jacksonville 2, Fla. 
Telephone 5-194! 


O. WATSON JOHNSON, JR. 
Manager 


STUART C. HARVEY 
Claim Manager 


Complete Branch Office facilities are available to our Agents 


CARL J. SCHRENKER 
Supervisor 
Audits and Inspections 
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Inspector’s Role in A. & H. 
Field Told by Wilson 


SPEAKS AT N. Y. LUNCHEON 





Hooper-Holmes Manager Says: “We 
Don’t Underwrite or Pass on Risks; 
We Don’t Upset Applicants” 





James J. Wilson, division sales mana- 
ger in metropolitan New York of the 
Hooper-Holmes Bureau, Inc., told the 
New York Association of A. & H. 
Underwriters at its monthly luncheon 
meeting Tuesday at Rosoff’s Restaurant 
uptown that inspectors in reporting on 
applicants for health and accident in- 
surance keep constantly in mind that H. 
& <A. insurance is sold not bought. 
Therefore, they endeavor to say or do 


nothing to upset such applicants di- 
rectly or through inquiries of infor- 
mants. They recognize that if appli- 


cants are upset they may refuse to buy 
the insurance. Agents then lose com- 
missions, and the inspection bureau will 
be condemned for the inspector’s in- 
eptness. 

Mr. Wilson further explained that the 
inspector’s job in handling an H. & A. 
report is to cover eight main points as 
follows: Identification of the applicant; 
his occupation and duties, finances 
which are estimated by a sizeup of 
neighborhood conditions where the ap- 
plicant lives and by discreet question- 
ing of local contacts; standing in com- 
munity; health, habits including a non- 
biased description of applicant’s drink- 
ing habits; extent of airplane travel; 
insurable interest—the relationship of 
the beneficiary to person applying may 
constitute a moral hazard. Thus bene- 
ficiaries such as friend, cousin, fiance, 
force the inspector to look for a legiti- 
mate interest in the proposed insurance. 


Handling a Touchy Problem 


As to how the broker or agent can 
help, Mr. Wilson said: “We must ob- 
tain certain information for the client 
as to the assured’s income. This has 
always been a very touchy problem. If, 
in these particular cases, the agent 
would furnish leads that we could fol- 
low without disturbing the risk, it would 
be greatly appreciated.” 

The speaker’s over-all sizeup of the 
inspection agency’s role was as fol- 
lows: “We are one small part of the 
underwriting picture. The examiner has 
the application, the medical report, 
often an agent’s statement, often a 
financial report and medical impairment 
records and finally a commercial report 
from us. We don’t underwrite or pass 
on risks, but we call our shots as we 
see them in the field through the eyes 
of those whom we feel are qualified 
informants. Every adverse report must be 
confirmed fully and written carefully. 
Our inspectors go out to get a story 





J. J. Smick Opens His Own 
Actuarial Office in N. Y. 


J. J. Smick, well known consulting 
actuary in New York who was formerly 
associated with Woodward & Fondiller, 
has opened his own office at 38 Park 
Row, N. Y. Mr. Smick will act as a 
consultant on pension and welfare plans 
as well as casualty rating problems. 

Following graduation from Yale in 
1928 Mr. Smick joined the National 
Council on Compensation Insurance. He 
was admitted to the Casualty Actuarial 
Society by examination in 1930 and be- 
came a fellow in 1932. He has served 
on the society’s council and is now a 
member of its educational committee 
and assistant editor. He has written 
many articles on rate-making, experi- 
ence and retrospective rating plans and 
the work of a consulting actuary. 

One of Mr. Smick’s recent aftiliations 
was to serve on the Atomic Energy 
Commission’s advisory board on indus- 
trial health and hygiene. He is also a 
member of the American Pension Con- 
ference and consultant to some large 
organizations, 


JAMES J. WILSON 


but do not do their job with a killer 
complex.” 

Before closing Mr. Wilson spoke 
briefly on Hooper-Holmes Bureau’s age, 
prestige and facilities. Now over 50 
years old, the bureau has 105 branches 
in the U.S.A. and Canada and deals 
in every type of underwriting, claim 
and credit reporting as well as market 
research. He said that 82% of its 
business is handled by full-time men 
and the remaining 18% by part-time 
correspondents, most in rural sections. 
The definite impression was conveyed 
that the quality of inspection personnel 
since the close of World War II is 
good. 

George B. Wright, Mutual Benefit 
H. & A. agency supervisor, as president 
of the association, introduced Mr. 


Wilson. 
ROSS MADE BOND MANAGER 


George R. Ross has been named man- 
ager of the public official bond depart- 
ment of the Standard Accident Insur- 
ance Co., the parent company of the 
Standard of Detroit Group. 








Mass. Bonding Report 


(Continued from Page 30) 


was 39.01%—an increase of only 1.41% 
over 1948.” 

The ratio of loss and loss expense 
to premiums earned was 57.58%, a de- 
crease of 5.09% from the previous year’s 
ratio. Combining this figure with the 
acquisition and management expense 
ratio of 39.01% gave a combined loss 
and expense ratio of 96.59% as com- 
pared with a similar ratio of 100.3% in 
1948 and 104.7% in 1947. 

Saying that the company’s reserves 
in the past have proved fully adequate 
and expressing confidence that present 
reserves for all contingencies will con- 
tinue to evidence a true valuation of 
both known and anticipated liabilities, 
Mr. Falvey took up the subject of auto- 
mobile business. He said this has been 
troublesome for several years and 
although this line has improved during 
the past two years, the provisional totals 
of motor vehicle deaths released by 
the National Safety Council indicate an 
increase in fatalities. This always carries 
a corresponding increase in non-fatal 
and property damage accidents, he said. 


Net Income Was $1,466,052 

The company’s net income from in- 
terest, dividends and rents earned in 
1949 amounted to $1,306,532, an increase 
of $47,919. This figure, plus an under- 
writing profit of $612,103 and after de- 
duction of Federal taxes of $452,583, 
produced a net operating income of 
$1,466,052. 

At the conclusion of his report, Mr. 
Falvey spoke of the death during the 
year of Executive Vice President John 
J. Flynn, saying his loss to the corpora- 
tion was a severe one, 





Phoenix-London Group Has 
McKenna at Chicago Office 


Harold A. McKenna, resident man- 
ager of the Phoenix-London group, Chi- 
cago, announces the appointment of 
John X. Breslin as manager of the 
fidelity and surety department of the 
Chicago office, effective April 15. He will 
have supervision of fidelity and surety 
business not only in the Chicago office 
but will also handle several midwestern 
states as well. 

Mr. Breslin is a graduate of Loyola 
University Law School and has attended 
Northwestern University School of Busi- 
ness Administration. He is a member of 


—7 


EMPLOYERS’ TEAM IS WINNER 

For the second successive year the 
Employers’ Group basketball team has 
won the championship in the Greater 
Boston Basketball League, commercial] 
division. In this year’s playoff it de- 
feated the Liberty Mutual Insurance 
Co. team, 36-31. The champions were 
awarded silver basketball miniatures and 
also will receive jackets from the Em. 
ployers’ Group Owl Association, employe 
organization. 





the Bar of Illinois, and prior to his 
connection with the Phoenix-London 
Group had been with the Hartford Acci- 
dent & Indemnity Company. 





Behind the Scenes With YOUR INSURANCE COMPANY 


In every insurance company there is a vital 
activity called Claim Service. When accidents 
happen, it is Claim Service that takes over for the 
insured and follows through until the claims 

are paid, But, behind the scenes Claim Service 
often goes much further in caring for 

those who would otherwise suffer undue hardship. 














Johnny M-— was a young worker — healthy, 
well-paid, with a fine family. Then suddenly — a fall, a steel rod 
piercing his body! He was taken into our field hospital, established 
on the job as part of American Surety Group’s usual service when 
furnishing Workmen’s Compensation Insurance on a large project. 


Johnny needed top-flight specialists and the 
best hospital care. These were immediately provided. Then began 
a long period of costly treatments, and continuous; expensive care. 
Johnny never could have afforded this, but because we took care 
of the entire expense it didn’t cost him a cent. 


Today? Well, 
and doing a full day’s work just as 


Johnny’s completely recovered 
before. And everyone who knew 


about Johnny’s serious injuries was pleasantly surprised by his 


unexpected recovery. 


The case of Johnny M— is one of many in 
which American Surety Group’s Claim Service reaches far beyond 
what most people believe insurance does for the injured. This Claim 
Service is a vital part of the insurance protection offered you 
through every one of our agents and insurance brokers. 
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SURETY FIRE INSURANCE COMPANY 





One of a series appearing in general and business maga- 


the little-known free services which 
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REHEARS VA. BLUE SKY CASE 





Supreme Court Justices Question Coun- 
sel About Efforts to Bar Unlicensed 
Company’s Mail Solicitation 
The Supreme Court of the United 
States on April 17 again heard argu- 
ments in the case of the appeal by the 
Travelers’ Health Association of Omaha 
from the Virginia Supreme Court deci- 
sion barring the company from solicit- 
ing business by mail in Virginia with- 
out a permit from the State Corpora- 
tion Commission. The case was first 
heard in November and the Supreme 

Court ordered a reargument. 

The issue involved is the right of a 
state to regulate under a “blue sky” law 
the sale of policies by mail within its 
borders by a company not licensed in 
that state. The Travelers’ Health As- 
sociation’s counsel contended that Vir- 
ginia’s attempt to regulate the company 
which, he said, operates solely in Ne- 
braska, “is an infringement by one state 
of the sovereignty of another.” The at- 
torney for the state of Virginia argued 
that the state has the well-defined right 
to regulate the sales promotion of se- 
curities within its boundaries. 

Justice Felix Frankfurter declared 
that “the mere fact of physical activity 
taking place in a single state does not 
remove the entire transaction from in- 
terstate commerce.” Justice Harold 
Burton suggested that the protection 
Virginia apparently wants to afford its 
citizens perhaps should be Federally 
provided. 

Questioning the state’s attorney from 
the bench, Justices Frankfurter and 
Robert Jackson pressed Attorney Wal- 
ter Rogers representing the state, for 
reasons why Virginia singles out mail 
order promotion, when advertising by 
radio, newspapers and periodicals is not 
controlled. Justice Jackson declared that 
the Virginia law, carried to its theoreti- 
cal limits could stop tractor shipments 
from entering the state and he sug- 
gested that there is nothing peculiar to 
insurance to subject it alone to the law. 





Texas City Case 


(Continued from Page 1) 


damage action ever brought against the 
Federal Government. It was brought 
under the Federal Tort Claims Act of 
1946, which places the Government on 
equal liability with private citizens in 
many instances, including such circum- 
oe as the explosion aboard the 
ships. 

Some $145,154,000 in damage suits, 
fled in 273 actions and representing 
8485 claimants, were involved in the 
two test cases decided. The claims for 
property damage totaled $89,583,000, with 
the claims for deaths and personal in- 
juries aggregating $55,571,000. 

Fire and casualty insurance compa- 
nies paid approximately $33,000,000 as 
a result of the disaster, according to 
estimates in a joint report issued by 
the National Board of Fire Underwriters 
and the Fire Prevention & Engineering 
Bureau of Texas, although it is known 
that the loss of the Texas City Terminal 
Railway Co. for about $2,500,000 is in 
dispute. In round figures the loss break- 
down follows: $17,500,000 on Monsanto 
Chemical Co.; $6,000,000 on dwellings 
and commercial property; and $8,000,000 
on workmen’s compensation. In addi- 
tion the cargo and railroad losses have 
been computed at $5,000,000. So far as 
known, no reliable aggregate of losses 
paid by life and accident and health 
msurance companies has been released. 
Exhaustive testimony, much of _ it 
highly technical, was heard by Judge 
Kennerly for 90 court days last year, 
beginning April 25 and ending Novem- 
ber 10. There are 20,000 pages in the 
transcript of evidence in addition to 
Numerous exhibits. By agreement with 
the court, the cases were consolidated 
July 21, 1948, for the purpose of trying 
the single issue of whether the Govern- 
Ment was guilty of negligence and, if 
‘oO, was that negligence the cause of 
the disaster, 

In order to expedite the trial the 125 





different legal firms and _ individuals 
filing the suits selected a working com- 
mittee of seven attorneys to handle the 
case. The seven were Thomas Fletcher, 
John R. Brown, Austin Y. Bryan, Jr., 
Vernon Elledge, M. S. McCorquodale 
and T. E. Mosheim, all of Houston, and 
Neth L. Leachman of Dallas. The firm 
of Markwell & Stubbs, Galveston, rep- 
resented the Dalehites. The Govern- 
ment’s attorneys were Brian S. Odem, 
U. S. attorney; George O’Brien John, 
special assistant to the Attorney Gen- 
eral, and Joseph W. Cash of the De- 
partment of Justice, Houston. 

The Federal Tort Claims Act, under 
which the suit was brought, permits 
attorneys to charge a contingent fee 
not to exceed 20%. 


Breakdown of Claimants 


A breakdown of the claimants reveals 
that 1,510 sued on death claims for 560 
persons, 988 others on personal injury 
claims, and 5,987 on property damage 
or destruction, the total being 8,485. 


Immediately after Judge Kennerly’s 
decision was handed down, Assistant 
Attorney General H. Graham Morrison 
announced from Washington that the 
Government would appeal the decision 
to the Circuit Court of Appeals at 
Fort Worth. There is every indication 
that the case will reach the Supreme 
Court of the United States. If Jus- 
tice Kennerly’s decision is finally up- 
held, each claim will have to be heard 
separately to determine on its merits 
the amount each claimant would be en- 
titled to receive. Congress would have 
to make a special appropriation to meet 


whatever claims and amounts finally 
are approved. 
By agreement between Government 


and counsel for the many persons and 
firms bringing suit, a single test case 
was agreed upon—that of Mrs. Elizabeth 
H. Dalehite of Galveston, widow of Cap- 
tain Henry H. Dalehite, owner and man- 
ager of the boat line who was in Texas 
City on business and was killed in the 
blast. Judge Kennerly awarded $60,- 
000 damages to the widow and $15,000 
to the Captain’s son, Henry. 


Fixes Blame on Government 


In fixing the blame on the Govern- 
ment, which had blamed the steam- 
ship companies, involved, longshoremen’s 
unions and stevedoring concerns and 
also contended that the disaster was an 
“unavoidable accident” for which the 
Government could not be blamed, Judge 
Kennerly said: 

“The 80 or more charges against de- 


fendant of negligence contained in 
plaintiff’s pleadings are substantially 
supported and sustained by the evi- 
dence. 


“This record discloses blunders, mis- 
takes and acts of negligence, both of 
omission and commission, on the part 
of the defendant, its agents, servants 
and employes in deciding to begin man- 
ufacture of this inherently dangerous 
fertilizer,” the opinion continued. 


Record Shows Lack of Care 


“From the beginning of its manufac- 
ture on down to and after the day of 
the Texas City disaster, the record dis- 
closes such disregard of and lack of 
care for the safety of the public and 
of persons manufacturing, handling, 
transporting and using such fertilizer as 
to shock one,” Judge Kennerly ob- 
served, 

He said, “One is not surprised that 
men and women, boys and girls in and 
around Texas City going about their 
daily tasks in their homes, on the 
streets, in their places of employment, 
were suddenly, and without warning, 
killed, maimed or wounded and vast 
property damage done. 

“The surprising thing was that there 
were not more such disasters.” 


Nature of Spontaneous Combustion 


Judge Kennerly said he could not spe- 
cify the exact process that produced the 
fire in the fertilizer, “although it was in 
the nature of spontaneous combustion, 
or spontaneous ignition.” 

Calling attenion to his findings that 


the Government was negligent, Judge 
Kennerly said “all such negligence was 
approximate cause of such fires and ex- 
plosions in Texas City, and the injur- 
ies complained of by plaintiffs.” 

In his final finding Judge Kennerly 
declared: “As a high-powered and 
dangerous explosive, the fertilizer was 
not defective. It practically wiped out 
Texas City. As a fertilizer it was de- 
fective in that it was dangerous. It was 
dangerous to manufacture, dangerous 
to ship, and dangerous to use. If it was 
useful as a fertilizer, such danger 
destroyed such usefulness.” 

In his conclusions of law Judge Ken- 


nerly briefly recites the major acts of 
negligence and then adds: “I conclude 
that a private individual would, under 
like circumstances, have been liable in 
damages in Texas to plaintiffs for all 
such acts of negligence from beginning 
to end, and that the defendant is liable 
here.” 

As a final step he held the two plain- 
tiffs entitled to judgment and ordered 
a decree to be presented finding and 
adjudging that the Government “is 
similarly liable to plaintiffs and each of 
them for such damages each may prove 
and show at the final hearings and 
trials that they sustained.” 





coverage? Not at all! 











Does the payment of claims represent complete protec- 
tion in workmen’s compensation and products liability 


Occupational health hazards decrease industrial profits 
by lowering employee efficiency and morale. Products 
liability suits undermine public confidence. A competent 
industrial hygiene service can help control both of these 
profit-destroying situations. 

The industrial hygiene laboratories of the Zurich- 
American Companies are internationally renowned— 
staffed by skilled technicians whose protective service is 
available to your industrial insureds. 


Ask a Zurich-American Field Man... 


...to explain how this analytical service can help your clients and 
at the same time help you control your present industrial accounts 
and acquire profitable new business. 


ZURICH-AMERICAN 


INSURANCE COMPANIES 


® Zurich General Accident and Liability 
Insurance Company, Ltd. 


® American Guarantee and Liability 
Insurance Company 


135 SOUTH LA SALLE STREET 


Head Office 


CHICAGO 3, ILLINOIS 
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Atlantic Mutual Issues 
DBL Rating Program 


FOUR CATEGORIES INDICATED 


Introduces Schedule Rate Plan Provid- 
ing Discounts for Larger Risks With 
Certain Medical Services 

A rating program for the writing of 
New York disability benefits insurance 
has been announced by J. Arthur Bo- 
gardus, president of the Atlantic Mu- 
tual Insurance Co. The rating program 
has already been sent to Atlantic’s brok- 
ers and agents. 

As a rating base, Atlantic is using 
wages not to exceed $3,000 yearly for 
each employe. Four rate categories are 
indicated, the variation being based on 
the percentage of female employes to 
the total. These rates apply to all risks 
regardless of size. 


Introduces Schedule Rating 


An innovation’ in Atlantic’s program 
is the introduction of a schedule rating 
plan which provides discounts to larger 
risks which maintain certain medical 
services. A 5% discount is granted where 
pre-employment physical examinations 
are and have been required for not less 
than two years; a 10% discount is 
granted where the employer maintains a 
dispensary staffed by a physician or 
full-time graduate nurse which provides 
care for non-occupational illness or in- 
jury; and a 5% discount is granted 
where the employer maintains a visiting 
nurse service which will provide treat- 
ment for non-occupational disability. 
Mr. Bogardus said he believes Atlantic 
is the only company which employs a 
discount program of this character. 

Under Atlantic’s policy, the employer 
reports wages quarterly, coincident with 
the preparation of his social security 
and unemployment insurance returns. 
This simplifies handling, since the social 
security or unemployment insurance 
payroll is also used to determine the 
premium for the disability benefits in- 
surance. 





WILL CONDUCT FORUM ON DBL 





General Brokers Association of Metro- 
politan District, N. Y., Sets Session 
for Evening of May 10 


Samuel Oberman, president of the 
General Brokers’ Association of Metro- 
politan District, Inc. New York, an- 
nounces that the association will con- 
duct another of its forums on the eve- 
ning of May 10 at the Hotel New 
Yorker. 

The subject to be discussed is the 
New York disability benefits law, and it 
is anticipated that a panel of three 
well known experts in. this field—from 
the standpoints of the law itself and of 
qualifying insurance—will lead the dis- 
cussion. The names of the three guest 
speakers will be announced in the near 
future. 

While all non-member brokers and 
their employes are also cordially in- 
vited to the forum, admission will be 
by card only. It is suggested that appli- 
cation for admission cards be made by 
writing to the office of the association 
at 123 William Street, New York 7, 
N. Y. 

NAME ARNOLD IN KENTUCKY 

Announcement is made by the Ken- 
tucky - Virginia division of the Mutual 
Benefit Health & Accident Association 
and the United Benefit Life Insurance 
Company of the appointment of M. 
Arnold as district manager for the 
Owensboro, district agency. C. M. 
Arnold, son of Mr. Arnold, has been 
named as associate manager for the 
companies. They have their offices at 
233% St. Ann Street. 


ROSAN DISCUSSES DB LAWS 


Addresses Bronx Association; Light 
Presides; Ganly Nominated for Pres- 
ident; Election in May 
Samuel D. Rosan, head of the Samuel 
D. Rosan Agency, Inc., New York gen- 
eral agent for the Continental Casualty 
and Continental Assurance Cos., spoke 
before the meeting of the Bronx In- 
surance Men’s Association April 13. Mr. 
Rosan spoke extemporaneously on the 
New York disability benefits law, with 
particular reference to the Continental 
Cos.’ “Compensator” policy. Following 
his talk, he answered a number of ques- 

tions from the floor. 

Moses Light, president of the associ- 
ation, presided and the nominating com- 
mittee presented the following slate of 
officers, for election at the May meeting: 

President, Mark Ganley; first vice 
president, William J. O’Brien; second 
vice president, George E. Rosen; third 
vice president, William H. Henlotter; 
treasurer, Vincent Albanese; secretary, 


Mildred Mamok. 








D. E. DEHAAN GOES TO DALLAS 

Donald E. Dehaan has been trans- 
ferred to Dallas from Chicago as as- 
sistant district underwriting manager 
for the American Fidelity & Casualty 
Co. of Richmond, Va. He succeeds 
Matthew Brown, who was promoted to 
district underwriting manager upon the 
retirement of Clyde Lucky last January. 


DINEEN ISSUES MEMO ON DBL John Hancock Tells of. 





Tells Foreign and Alien Companies Poli- 
cies Should Have Space for Signa- 
ture of Licensed Resident Agent 

Robert E. Dineen, New York Insur- 
ance Superintendent, has sent to all for- 
eign and alien companies licensed to 
write benefits under the New York 
disability benefits law, the following 
memorandum: 

“The New York Insurance Depart- 
ment is now in process of examining 
forms of policies submitted by insurance 
companies in connection with coverage 
under the New York disability benefits 
law. Many foreign insurers licensed to 
write the coverage, have submitted 
forms of policies which do not indicate 
a space for countersignature by a li- 
censed resident agent nor do the forms 
of applications for such policies indicate 
that the policy is to be issued or effectu- 
ated through a licensed resident agent. 

“Section 130 of the New York Insur- 
ance Law, which is applicable to foreign 
and alien companies, prohibits the issu- 
ance of a contract of insurance on New 
York risks unless the contract is issued 
or effectuated through or countersigned 
by a resident licensed insurance agent. 

“Pursuant to the said section, all for- 
eign and alien insurers licensed to write 
disability benefits law coverage in the 
state of New York are advised that 
disability benefits law policies submitted 
for filing should contain a space to be 
filled in by the signature of a licensed 
resident agent by indicating, underneath 
the line to be so used, the words ‘li- 
censed resident agent,’ or, in the alterna- 
tive, may provide in the application, in 
like manner, for the signature of -a li- 
censed resident agent.” 
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New York DBL Plan 


ITS SIMPLICITY IS STRESSED 





Rates for Weekly Indemnity Benefits 
Determined on Per Capita Basis; 
Statewide Claim Facilities 





The John Hancock has announced to 
its agents and brokers through the dis- 
tribution of a special issue of its “Group 
Pointers” that it is prepared to under- 
write New York DBL business. In mak- 
ing this announcement the company jis 
featuring the simplicity of its DBL pro- 
gram and the value of its over-all Group 
insurance experience. Particular refer- 
ence is made to the experience already 
acquired by the company in writing 
and administering compulsory disability 
plans in California and New Jersey. 
This broad experience, the John Han- 
cock feels, will be a distinct service to 
brokers and policyholders. 

The John Hancock’s DBL plan is 
designed so that it may be easily un- 
derstood by both producers and _pros- 
pects, and so that its administration 
may dovetail with the employer’s regu- 
lar operations, with the result that no 
special records or accounts are needed. 
Rates for the. weekly indemnity bene- 
fits provided in the law are determined 
on the per capita basis. In adopting 
the per capita rate approach, records 
of the individual employes are not nec- 
essary, and in determining the premium 
payable it is required only that the 
employer notify the company of the 
number of persons insured. 
$1.90 Monthly Rate for 4 to 24 Employes 

The monthly rate for groups with 4 
to 24 emploves is $1.90 per employe, 
regardless of the number of females 
within the group, the nature of the in- 
dustry or the wage level. The monthly 
rate for groups in a standard industry 
having 25 to 49 employes of whom less 
than 21% are females, is $1.60 per em- 
ploye. The rate for groups with 50 or 
more employes is the company’s regu- 
lar Group accident and sickness ate, 
increased to include a charge to cover 
assessments under the law for dis- 
ability during unemployment and state 
administrative expenses. 

The company will have claim offices 
located strategically throughout New 
York State, staffed by group claim spe- 
cialists—men who devote their full time 
to handling Group insurance claims. 
Claim service for grouns of less than 50 
employes will be provided by these New 
York claim offices. Claims on groups 
with 50 or more employes will be han- 
dled either by drafts drawn by the em- 
ployer on the John Hancock or through 
the local claim office. 

The John MHancock’s home _ office 
representatives ‘located in New York 
State recently attended a meeting at 
the home office where a complete re- 
view was made of the disability bene- 
fits law and the company’s program for 
providing the benefits required by the 
law, as well as plans affording broader 
coverage. Sales and service aspects, 
claims and administrative procedure 
were also studied. 





TEXAS A. & H. GROUP MEETS 
Parks Elected President, Woodham and 


Penney Vice Presidents; Davis Name 
Delegate to Detroit 

The Texas Association of Accident & 
Health Underwriters met April 15, (at 
the Shamrock Hotel, Houston, _with 
President Porter Bywaters, presiding. 
The following new _ officers were 
elected: George M. Parks, Houston, 
American Hospital & Life, president: 
L. C. Woodham, Dallas, Great American 
Reserve, vice president; R. D. Penney. 
San Antonio, American Hospital & 
Life, vice president, and Louis F. 
George, Houston, Continental Casualty, 
secretary-treasurer ; members of thc ex- 
ecutive committee, Phil Garber, Corpus 
Christi, Mutual Benefit of Omaha; 
Claude Phillips, Dallas, Hooper-Holmes, 
and H. D. Woods, Lubbock, American 
Hospital & Life. 
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Provident Life & Accident Conducts 


Producers’ Convention In Havana 





Standing, Right — Vice President Sam E. Miles presents Maclellan bonus check 
to Mr. and Mrs. J. W. Brakebill, Memphis, Tenn., at the opening banquet of the 
life producers convention of the Provident Life & Accident Insurance Co. at 


Havana, Cuba. 


The Provident Life and Accident In- 
surance Co. this month conducted its 
first convention outside the United 
States when the life producers’ conven- 
tion was held at Havana, Cuba. One 
hundred sixty-four leading life fieldmen, 
home office staff members, and wives at- 
tended the meeting held April 3-7 at 
Havana’s world-famous Hotel Naci- 
onal. 

A feature of the convention was the 
first meeting of the Maclellan Circle, 
honorary organization giving the highest 
recognition to life underwriters leading 
in volume, average policy, and persist- 
ency. 

The business sessions and entertain- 
ment, arranged by the company, in- 
cluded announcement of new coverages, 
prospecting and sales plans, and sight- 
seeing tours through Havana and vi- 
cinity, 

Miles Presides as Toastmaster 

The convention opened with a banquet 
at which Vice President Sam E. Miles 
presided as toastmaster. Following Vice 
President R. L. Maclellan’s welcoming 
address, Mr. Miles introduced the fol- 
lowing charter members of the Mac- 
lellan Circle: 

H. Grice Hunt and E. Floyd DuPree, 
Greenville, S.C.; John R. Humphries, 
Edwin O. Martin, and A. DeForest 
Spencer, Chattanooga; R. C. Burleigh 
and J. W. Brakebill, Memphis; Ed C. 
Burrus and Joe P. Hanks, Jr., Miami; 
Walter F. Going and H. R. Going, Co- 
lumbia, S.C.; Harvey C. Maness, Ral- 
eigh, N.C.; J. C. Tschudi, Dubuque, 
lowa; George D. Morrison, St. Peters- 
burg, Fla.; T. F. Foley, Lancaster, Cal., 
and K. H. Hardin, Knoxville, Tenn. 

Mr. Miles then presented the three 
officers of the Leaders Club. H. Grice 
Hunt was announced as president on the 
basis of his record as a top life pro- 
ducer. Mr. Hunt is a life member of 
the Million Dollar Round Table, having 
qualified in 1949 for the sixth time. Paul 
M. Ray, veteran of the home office 
agency, Chattanooga, who had the best 
persistency rating among those who 
qualified for attendance at the conven- 
tion, was named Leaders Club vice pres- 
ident. E. O. Martin, manager of the 
Home Office Life Agency, was appoint- 
ed secretary-treasurer of the club by 
President R. J. Maclellan. 

To Meet in Montreal 


Mr. Miles announced during the ban- 
quet that the Provident’s next life pro- 
ducers’ convention will be held in 
August, 1951, at Montreal, Canada. 

Vice President Maclellan delivered 
the keynote address of the convention 
at Wednesday morning’s business ses- 
Sion, speaking on the Provident’s out- 
look for the coming year. Mr. Miles, 
Who presided, discussed the life pro- 


ducers’ individual plan of work and the 
sales tools and many types of cover- 
ages offered by the Provident. 

W. E. Jones, life department agency 
manager, presented the home plan—a 
new conception of mortgage insurance 
providing a specifically designed pro- 
gram which not only retires the mort- 
gage in case of the insured’s death, but 
provides a regular monthly income as 
well—enabling the widow to pay the 
continuing maintenance and operating 
bills on the home. 

W. W. Voigt, agency supervisor, dis- 
cussed prospecting and presented a new 
plan for use in programmed income plan 
selling. Dr. Charles R. Henry, medical 


director, spoke on “Trends in Mortal- 
ity.” 
Introduces New Coverages 


Actuary Henry Unruh then _intro- 
duced the two new coverages, one a 
new version of the familiar family in- 
come benefit to provide for 20% of the 
face amount as an immediate death bene- 
fit, together with a $20 monthly income 
benefit per thousand of basic policy— 
and the other a waiver of premium pro- 
vision to be included in the Provident’s 
five and ten-year term plans. The 
latter also provides for automatic con- 
version to the ordinary life plan if the 
insured becomes totally and permanent- 
ly disabled before expiration of the con- 
version period of the original term 
policy. 

Main feature of the business session 
held Thursday morning was a sales clinic 
presided over by H. Grice Hunt. Talks 
on “My Plan of Work” were presented 
by Messrs. Hunt, Humphries, Martin, 
and Brakebill. All four speakers stressed 
the importance of planning and some 
system of effective time control. Leo 
A. Steffen was asked by Mr. Miles to 
outline the simple system which has 
proved so valuable to the members of 
his Dubuque agency. 

W. E. Jones then discussed “A Plan 
for Progress” and Robert W. May, 
supervisor of field training, announced 
the dates and qualifications for the next 
home office training school, to be held 
in Chattanooga April 24 through May 5. 
Three graduates of training schools 
held in recent years qualified for this 
year’s Maclellan Circle, the Provident’s 
top production club. 


Delegates Travel by Air 

The delegates met in Miami before 
the convention and traveled by air from 
Miami to Havana, making the flight 
both ways in three National Airlines 
planes. Entertainment included auto- 
mobile tours to the various points of 
scenic and historical interest in Havana 
and vicinity, and evenings at two of the 
city’s famous night clubs—Montmartre 
and Sans Souci. 
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Boger Talks on Company 
Administrative Methods 


ADDRESSES A. & H. SEMINAR 





Explains New Premium _ Collection 
Systems Devised Under DB Laws; 
New York Law Poses New Problems 





Willett K. Boger, Jr.. manager group 
disability department, Hartford Accident 
& Indemnity Co., listed 25 company ad- 
ministrative procedures in connection 
with group disability insurance at the re- 
cent seminar conducted in New York by 
the Bureau of Accident & Health Under- 
writers. He expressed the opinion that of 
these functions, the most important for 
anyone entering the field is to choose 
a practical premium collection procedure. 

Mr. Boger outlined the long method 
system of accounting and a simplifica- 
tion of that method currently used for 
most group insurance plans and said 
that with the passage of disability bene- 
fits laws, a new system came into being 
in California and New Jersey, where 
the laws are part of the unemployment 
compensation laws which are based on 
the first $3,000 of individual earnings. 

These two states, he said, collect taxes 
for unemployment benefits in arrears 
at the end of each calendar quarter and, 
therefore, followed the same procedure 
by collecting premiums for their State 
Funds in the same manner for the dis- 
ability benefits. Therefore, he said, the 
insurance companies writing business in 
those states used the same base, and in 


those two states this system was a 
“natural,” offering for the insurance 
companies a very simple collection 
system. 


Breaks Down in New York 


This system, however, breaks down in 
New York State for several reasons, 
he said, as there are certain employ- 
ments covered by the New York law 
which do not come under the state’s 
unemployment law. He continued: 

“From an underwriting standpoint, a 
percentage of the first $3,000 is unsound. 
If for no other period, at least for the 
six months period from July 1, 1950 
to December 31, 1950. Benefits and pre- 
miums begin on July 1, 1950 and by 
that date, many employes will have 
earned part or all of their first $3,000 
of annual earnings. To prove my point, 
let’s take a group of ten employes, 
all of whom earn exactly $6,000 a year. 
I will agree that this example is rather 
remote for an actual case, but the same 
situation could apply with variations for 
any employe who earns over $3,000 a 
year. These ten men would have earned 
their first $3,000 during the period from 
January 1, 1950, through June 30, 1950, 
and would come off the taxable wage 
report on that date. Since the insurance 
and premium collection system under 
the New York DB law would begin 
on July 1, 1950, there would be no pre- 
mium collected whatsoever during the 
six months period from July 1, 1950, 
to December 31, 1950. Tie insurance 
company would have to pay any claims 
arising during this period, plus any 
assessments by the state, plus any other 
expenses in connection with issuing the 
policy. 

Falls Down in Adequacy 


“This system also falls down in its 
adequacy for the New York disability 
benefits law since it bases premiums on 
the first $3,000 and the law requires em- 
pioye contributions on the first $60 of 
weekly earnings. Contributions are, 
therefore, based on $3,120 a year but 
spread evenly throughout 52 weeks and 
not on the first $3,000 earned. 

“If this system were used in New 
York, the employer could advance pre- 
miums for an employe earning over 
$3,000 many months before he had col- 
lected the employe’s share of the pre- 
mium. This could be a rather serious 
cost problem to an employer who had 
any turnover in employment and any 
employe who earned over $3,000 a year. 

“Whenever there is any. turnover in 
employment of an employer this system 
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and H. D. Woods, Lubbock, American 
Hospital & Life. 
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can produce many times the premiums 
which the employer contemplated pay- 
ing. To clarify this statement I shall use 
a rather extreme example but the same 
principle applies to any employer who 
has any turnover in employment what- 
soever and any employes earning over 
$3,000. 
Cites Contracting Firm 

“Let’s take a contracting firm and I 
use this example because there is gen- 
erally a rather heavy turnover in em- 
ployment and generally most employes 
earn over $3,000 annually. Let’s assume 
this contractor pays $1,000 a month to 
each of these ten men. He hires these 
ten men for a job beginning January 
1, 1951, the men are employed for three 
months at which time the job is finished 
and the men are laid off. Under a per- 
centage of taxable wage system the em- 
ployer would pay an entire year’s pre- 
mium on these ten men during the first 
three months since their first $3,000 was 
earned from him. Remember that in 
addition to advancing the year’s pre- 
mium, he had collected only three 
months contributions from the employes. 
On April 1, this same contractor hires 
a new group of ten men for another 
contracting job. The same circumstances 
which I previously described occur again 
and at the end of three months the 
employer completes the new job and 
lays this group of men off. 

“At this stage of the game, the em- 
ployer has paid two years’ premium in 
six months and this could continue on 
around throughout the year until he 
had paid four years’ premiums in one 
year. This situation alone should rule 
out the use of a percentage of the first 
$3,000 of earnings in New York State 
because this same thing could happen 
by degrees to any employer who had 
any turnover whatsoever and any em- 
ploves earning over $3,000. 

“Most of the companies which have 
published their approved rates for New 
York State, at least for the groups of 
less than 50 employes, have promulgated 
a premium colection system which is 
generally titled ‘rate per employe per 
month.’ In this system, premiums are 
collected either in advance or in arrears. 
The rate per employe per month may 
be expressed as $2 per month per em- 
ploye. The most general system provides 
that the premium wil be based on the 
rate per employe times the number of 
employes insured on the payday falling 
nearest the 15th day of each month 
in the period. 


Three Months Premium Charged 


“For those companies which charge 
premiums in advance, an estimated three 
months premium is charged and then 
adjusted at the end of the premium 
period. Some companies do not adjust 
at the end of the period but charge 
in advance premium based on the num- 
ber of employes insured during the past 
premium period. 

“This system is a safe and sound 
premium collection system since it splits 
premiums evenly throughout the year. 
It is applicable for either the employer 
who deducts contributions from his em- 
ployes or for the employer who does 
not take any contributions from his 
employes. It makes no recognition of a 
difference between the high and low 
paid employes in the charge for either 
one of these groups except as expressed 
in the average rate per employe. This 
system produces the same amount of 
premium for the part-time employe, 
whose wage is usually very low as it 
does for the regular fulltime employe. 

“A new version of the percentage of 
taxable wage system has been brought 
into being for use in connection with 
the New York disability benefits law. 
This system is generally referred to 
as a percentage of taxable wage limited 
to the first $60 of weekly earnings. This 
system collects premiums in arrears and 
uses the same payroll for collection of 
premiums that is used to determine em- 
ploye contributions. This system is 
sound and gives an easy explanation of 
the relationship of employer and employe 
cost, but involves a bit more administra- 


tive work on the part of the employer than 
the next system which I shall explain. 

Contributions Expressed Under Law 

“In this system of percentage of tax- 
able wages limited to the first $60 em- 
ploye contributions are expressed under 
the law as .5 of 1% of the first $60 
of weekly earnings. If the employer 
were to share in the cost equally with 
the employe, the premium collection rate 
would be expressed as 1% of the first 
$60 of weekly wages. ' 

“We now come to another new system 
of premium collection which was devised 
by the: Hartford A. & I. and after 
careful consideration of all the previous 
systems have mentioned, we consider 
it to be the easiest and simplest system 
for both insurance company and em- 
ployer to use under the New York dis- 
ability benefits law. This particular 
system is known as the ‘premium factor 
system.’ It may be used only when the 
employes contribute to the fullest extent 
permitted by the law. We asked our 
field men to contact agents and clients 
to determine an estimate of how many 
employers would take contributions from 
their employes as permitted by the law. 
The answers ranged that from 90% 
to 99% of the employers expected to 
make deductions from their employes 
in accordance with the law. 

“In this ‘premium factor system,’ we 
merely ask the employer at the end 
of each calendar quarter to inform us 
of the amount of contributions he col- 
lected from his employes. Upon receipt 


of this information from the policyhold- 
er, we will multiply the contributions by 
the premium factor which was quoted 
to him at the inception date of the risk. 
The result of multiplying the contribu- 
tions by the premium factor is the total 
premium due for the quarter, and a bill 
is then mailed for this amount. 
Employer Makes Deductions 

“In this system, the employer has to 
do nothing except make the payroll de- 
duction in accordance with the law, re- 
port this amount to the insurance com- 
pany and then await his bill for pre- 
miums due. 

“This last statement brings me_ to 
another point in all the premium col- 
lection systems. You will note, I made 


the statement that the insurance cum- 
pany would prepare the bill for »re- 
miums due. In the percentage of tax.ble 
wage systems either based on the ‘rst 
$3,000 or limited to the first $60 of 
weekly earnings, the employer gener.:|ly 
calculates his own premium statement 
and generally reports directly to the in- 
surance company. Our particular com- 
pany feels that as part of our service 
we should prepare the statement of 
premiums too, rather than place this 
obligation on the employer. We cel 
this way generally except for those in- 
stances of the fairly large employer who 
has an adequate personnel and payroll 
department where preparing a premium 
statement is no particular burden.” 
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It was quite some years back when the first of a long string of wonderful exam- 
ples of perfect penmanship arrived at this desk from Charles C. (London Life of 
Canada) Johnson. He has since become a staunch contributor to this column, and has 
on several occasions held forth as a most welcome Guest-Jest Conductor. He is with 
us again in that capacity, much to the pleasure of the regular occupant of this space. 
Few could do as well as he—none could do any better. So, thank you, Charles, for this 


generous sample of your unusual hwmnor. 


A LOT O’ LAUGHS 
We understand they are now cross- 
ing chickens with dogs—simply to make 
it easier for us to have “pooched” eggs. 











settlements play a major 
part in the success or failure of 
any agent—often the clincher 
needed to close a large account. 
Claim “Service that Excels” is 


an essential feature of the 


GENERAL idea on 
BURGLARY INSURANCE 


Prompt claim 








—MERVIN L, LANE. 


Someone once said that nothing is 
opened more by mistake than the mouth. 
And “ain’t it de truth?” 

Sal ee 

The hunter was showing off his 
trophies. Pointing to an elephant head, 
he said: “I shot that fellow in my pa- 
jamas.” His sweet young guest said, 
“Gracious, how did he ever get into 
them ?” 

a ee 

A good girl is like a good cigar—you 
seldom see either of them picked up on 
the street. 

eo ks oes 

A farm inspector once told a Kansas 
hog-raiser that it wasn’t good to build 
one’s house directly over the hog pen. 
“I don’t know,” said the farmer, “we 
ain’t lost a hog in fifteen years.” 

Te” Oe 


In the current issue of Maclean’s 
Magazine, there is a cartoon that ap- 
pealed to me. It shows a resplendent 
doorman in front of a cinema which is 
showing a double bill. A little nipper 
standing knee-high to the doorman is 
asking: “Please, sir, which is the 
stinker?” 

et ee 

A Sunday School teacher had been 
telling the class about crowns of glory 
and heavenly rewards for good people. 
“Now, tell me,” she asked, “who will 
get the biggest crown?” After a short 
pause, up shot little Johnny’s hand. 
“Please, teacher,” he said, “ ‘im wot’s got 
the biggest ’ead.” 

eee 

Have you heard about the fellow who 
was overtaken one night by a highway 
traffic officer, who informed him that 
his rear light was not burning. Getting 
out of the car, the driver went to have 
a look, and showed such obvious con- 
cern that the officer tried to reassure 
him. “Don’t take on so,” he said, “it 
isn’t so serious as to make you upset— 
all you have to do is call in at the next 
garage and have a new bulb put in.” 
The driver, still bewildered, said: “I’m 
not worried about the tail light, officer; 
but, what has become of the trailer with 
my wife in it?” 

we 

Then, they tell the story of the gush- 
ing young Starlet who was anxious to 
make an impression on the Big |’ro- 
ducer. She said, “I do love Keats.” 
“Dot’s vunderful,” said the Big Man, 
“it’s fine to see a young girl wot’s fond 
of children.” : 

. ee 

(Confidentially): If you don’t like 
this last one, perhaps you'll feel be!‘er 
when I tell you that Mervin did. 

. ee ae 


And now I shall end this little visit. 
It’s been nice being here. Kindest re- 


gards. 
CHARLES C. JOHNSON. 
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THE HOUSE onrme MOUND 


HOME OF COL. H.L. DOUSMAN, Wisconsin Pioneer 





HE prehistoric race of mound builders 

were perhaps the first of the long pro- 
cession of men—explorers, soldiers, fur trad- 
ers, missionaries, adventurers—who knew 
the site of Prairie du Chien. On one of the 
mound builders” strange earthworks, subse- 
quently used as a tribal burying ground by 
the Fox Indians, American troops erected 
a crude stockade to protect their interests 
in the remote Northwest Territory during 
the War of 1812. It was called Fort Shelby 
and here in June, 1814 the American flag 
was raised for the first time “over any 
building in what is now Wisconsin.” Cap- 
tured by the British and renamed Fort 
McKay, it was burned by the Indians after 
its evacuation at the end of the war. 

Fort Crawford, built on the same spot in 
1816, was the scene of an outstanding event 
in medical history. Dr. William Beaumont 
here made his famous studies of digestion 
by observing Alexis St. Martin, a half-breed 
who had been wounded in such a manner 
that a permanent opening remained in the 
wall of his stomach. 

After the removal of Fort Crawford to a 
new location, the land was acquired by Col. 
Hercules Louis Dousman, one of Wiscon- 


sin’s great pioneers, who in 1843 completed 





The drawing room has a crystal chan- 
delier of antique Waterford glass 


what he called “the house on the mound.” 
In sharp contrast to the forts which had 
preceded it, the Villa Louis, as it came to 
be known, was a luxuriously furnished 
mansion where Dousman and his charming 
wife entertained on a lavish scale. 

Born in Mackinac in 1800, 
Dousman was one of the most im- 
portant agents in John Jacob 
Astor’s fur company and from his 
headquarters at Prairie du Chien 
controlled fur trade with the In- 
dians over a vast territory. He 
also helped develop steamboat 
transportation on the upper Mis- 
sissippi and was the owner of sev- 
eral packets, later lending finan- 





cial aid to the introduction of railroads. 
Besides the business acumen which enabled 


him to amass a fortune, Dousman had great 
influence with the Indians, and knew sev- 
eral of their languages. His tactful arbi- 
tration was often responsible for averting 
violent outbreaks. 

After the Dousmans’ death, their only 
child, Hercules L. Dousman II, used the 
estate for breeding race horses. Known as 
the Artesian Stock Farm, it had its own 
cork race track. ‘ 

In 1935, the estate was deeded by the 
Dousman heirs to the city of Prairie du 
Chien and has been developed as Dousman 
Municipal Park. Through gifts from mem- 
bers of the Dousman family “the house on 
the mound” has been furnished with many 
of its original appointments and appears 
much as it did in the days when a pioneer 
lived side by side with the Indians. 
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